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Ettective Group Service 


Gro 'P SPECIALISTS ot The Travelers 
are always willing to render eftective aid in initiating, 
developing and closing Group Lite Insurance cases. 

From the installation of a Group case to the prompt 
and widespread claim organization, The Travelers Group 
service facilities keep vour clients enthusiastic about the 


value of Group insurance protection tor employees. 


THE TRAVELERS INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


Employment is Up—so are Group Insurance Prospects 
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Theee portfolios for Equitable agents 
provide two comprehensive programing 
services for underwriting the life ob- 
jectives and ambitions of the individual 
insurer. They demonstrate to clients 
how Equitable policies provide for— 
Safe Accumulation of Estate Funds. 
Conservation of Estate Values. 


Guaranteed Distribution of Funds to 
Beneficiaries. 


* 


This humanized 1940 Annual Statement 
portrays through graphs and pictures 
and in non-technical language the 
growth and financial position of The 
Equitable. It also explains the level 
premium plan; the effect of interest 
rates on insurance costs; the allocation 
of the premium dollar, and how in- 
vested assets work for the policyholder. 


* 


A, amortized loan service for Home 
Purchasers providing readily obtainable 
funds on convenient repayment plans 
safeguarded by life insurance. Thou- 
sands of families are today enjoying 
the security of a free and clear home 
through the Equitable’s “insured” mort- 
gage repayment plan. 


* 


A basic manual for extending life in- 
surance to corporations, partnerships 
and sole proprietorships, with special 
reference to the advantages of the 
Equitable’s Owner form of policy. 


SSIVE LIFE UNDERWRITING 


A RESUME OF THE SALES EQUIPMENT ENABLING 
EQUITABLE REPRESENTATIVES TO SERVE A 
DISCERNING INSURANCE-BUYING PUBLIC 


As the pioneer Group Insurance com- 
pany, The Equitable has exceptionally 
helpful sales material for presenting all 
forms of Group coverage: 

Group Life Insurance 

Group Accident & Health Insurance 

Group Hospitalization Insurance 

Group Acc. D. & D. Insurance 

Group Indebtedness Insurance 

Group Annuities 
A Salary Savings Insurance Plan for 
Employees, with detailed sales presen- 
tations and installation suggestions. An 
invaluable aid for use with Employers 
and Employees. 


N ewly appointed agents receive in- 
struction in the elementary principles of 
life insurance, in the use of policy con- 
tracts, and in sound sales procedure, as 
a preliminary to training in the more 


advanced programing systems. 


Supplementary instruction is made 
available through a Correspondence 
Course. 


* 


A; the leading Annuity company, The 
Equitable offers to men and women 
Immediate Life and Refund Annuities; 
Joint and Survivor Annuities; also Pen- 
sion Plans in the form of Group An- 


nuities for Employees. 
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N. Y. City Agencies 
of Mutual Life 
Hold Conference 


President L. W. Douglas 
Tells of Steps to Improve 
Company’s Position 


NEW YORK—Discussing company 
affairs, President L. W. Douglas of the 
Mutual Life told the annual field club 
convertion of the New York City agen- 
cies what is being done to improve its 
position and to broaden its investment 
policy, particularly in the field of mort- 


gage loans. 
G. <A. Patton, vice-president and 
manager of agencies, spoke briefly on 


company matters. He also stressed the 
need of a spirit of cooperation through- 
out the United States. 


Myrick Gives Welcome 


In his address of welcome Manager 
J. S. Myrick said that the more the 
population is protected by life insurance 
the better it will be for the community 
and the nation. 

“We can render our first service in 
seeing that this is done,” he said. “You 
will be making people financially inde- 
pendent and in doing so will reflect this 
independence in your own living. By 
making yourselves more effective and 
working harder you will be fulfilling the 
twofold purpose of rendering service to 
your prospects and policyholders and 
the added service of the protection of 
your own families.” 

Mr. Myrick commented on the futil- 
ity of selling on an estimated cost basis. 
He pointed out that the dividend action 
of a number of companies indicates that 
they are following the course which the 
Mutual Life took two years ago in cut- 
ting its dividend scale. He recalled that 
the Mutual Life was one of the com- 
panies which at about the turn of the 
century tcok the lead in reducing the in- 
terest assumption to 3 percent. 


Hits Inflation Alibi 


Speaking again at the afternoon ses- 
sion, Mr. Myrick advised agents not to 
pay too much attention to inflation talk 
advanced by prospects as a reason for 
not buying. He intimated that these ob- 
jections are mostly alibis and that if in- 
flation did not furnish a plausible excuse 
for not buying the prospect would have 
little trouble digging up some other ar- 
gument. He told of a doctor who was 
planning to buy a large retirement an- 
nuity but wanted to delay until, after 
election. When the agent went back to 
see him after Nov. 5 the doctor said that 
he was afraid of socialized medicine’s 
cutting into his income so severely that 
he would not be able to buy the insur- 
ance, 

J.-Roger Hull, assistant superintend- 
ent of agencies, gave a resume of what 

(CONTINUED ON LAST PAGE) 


J. L. Shuf£, Colorful Life 


Insurance Figure, Dies 


By GEORGE E. WOHLGEMUTH 


CINCINNATI—The passing of John 
Layton Shuff, general agent of the 
Union Central Life, ends the career of 
one of the most colorful, dynamic and 
best known figures in the life insurance 
business. A pioneer who early realized 
the important part of life insurance in 
family life, Mr. Shuff was one of the 
first big producers, writing $909,400 in 
1906 when million dollar production was 
unheard of. Mr. Shuff’s best year was 
in 1923 when he wrote 102 lives for $2,- 
105,660. Other million dollar years were 
1917, $1,022,000; 1919, $1,042,852; 1924, 
$1,201,000; 1927, $1,853,665; 1928, $1,- 
697,320. In many other years he closely 
approached the million mark. 

When Mr. Shuff retired as manager 
of the Cincinnati home office agency in 
January, 1930, after 32 years with the 
company and 14 years as Cincinnati 
manager, he had placed $105,000,000 on 
the books, more business than the en- 
tire company had in force when he 
joined the Union Central in 1897. 


Mr. Shuff’s Career 


Mr. Shuff was born on a farm in 
Bourbon county, Kentucky, May 21, 
1863. He had therefore passed his 77th 
birthday. The old fieldstone house in 
which Mr. Shuff was born straddled a 
county line. Mr. Shuff used to say that 
he ate in Bourbon county, slept in 
Scott county, and went to school in Har- 
rison county. He lived on the farm 
until he was 18 years old. Becoming 
interested in railroading, he decided to 
take it up and went to Cynthiana, Ky., 
at that age to learn telegraphy. Be- 
cause of some changes in management, 
he decided to leave his position in Cyn- 
thiana a year later and went to Jack- 
sonville, Fla., where he went into the 
baggage and transfer business. Three 
years later he moved to Atlanta to go 
into the buggy and carriage business. 
While there, he became interested in 
life insurance and started with the 
Equitable Society as an agent. A few 
years later, he moved to Baltimore, 
making records there that made the 
business sit up and take notice. 


President Pattison Sought Shuff 


Mr. Shuff’s sales ability attracted the 
attention of John W. Pattison, then 
president of the Union Central. Mr. 
Pattison went to Baltimore and sold 
Mr. Shuff on the idea of coming to Cin- 
cinnati with his company. Mr. Shuff 
first visited the Union Central home of- 
fice in 1896 and joined the company the 
following year. 

Mr. Shuff had a most engaging per- 
sonality, and early established himself 
in Cincinnati. He had the faculty of 
being able to sit in with any group and 
keep up a machine gun barrage of ani- 
mated conversation. He scarcely paused 
to take breath and a person conversing 
with him felt somewhat breathless after 
talking to him. When talking, he had 
a habit of buttonholing the person with 
whom he was conversing. He would go 
out of his way to do any one a favor 
and developed rapidly a wide circle of 


acquaintances and friends. Mr. Shuff 
acquired a _ reputation for sartorial 
splendor. He was considered the best 
dressed man in Cincinnati. He fre- 
quently wore a pair of tiny quarter- 
moon shaped glasses perched on _ his 
nose over which he watched his listener 
with piercing blue eyes. 
Knowledge of Railroading 

His early experience in railroading 
gave him a knowledge of that business. 
He wrote millions of dollars of insur- 
ance on prominent railroad men over 
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JOHN L. SHUFF 


the country and many theatrical people 
he contacted. He was active in politics 
for many years and was appointed 
postmaster of Cincinnati by President 
Woodrow Wilson in 1915. 

Mr. Shuff’s salesmanship is clearly 
demonstrated in the following incident. 
While in Jacksonville, he worked for a 
Scotch mule dealer. Grover Cleveland, 
who was then president, had planned a 
trip south in 1887, and Mr. Shuff 
thought it would be a fine thing for him 
to visit Jacksonville. He attended a 
meeting of business men who were to 
arrange for President Cleveland’s visit, 
representing his employer. In a mo- 
ment of exuberance, Mr. Shuff pledged 
his employer for a $5,000 contribution. 
When Mr. Shuff reported to his em- 
ployer, it is not hard to imagine his con- 
sternation, and he was very much upset. 
Mr. Shuff told him what good publicity 
it would be for Jacksonville and said 
that his employer could deduct it from 
his salary if he wished to wash his 
hands of it. The man left the building 
in anger, but later came back and said 
he would stand by him. Mr. Shuff had 
the privilege of driving the President 
about the city in a carriage drawn by 
six black horses. 

Another incident which indicates Mr. 

(CONTINUED ON PAGE 10) 


Fears of Federal 
Moves Are 
Discounted by Some 


See Possibility of Less Rad- 
ical Leadership in Wash- 
ington, TNEC Day Over 


“ON, D. C.—Experienced 


WASHING! 


Observers in Washington believe that 
the insurance industry today is unduly 
alarmed over the extent of the admin- 


istration’s plans for federal control. 

While 
attempting 
velt’s acts and acknowledge 


they admit the impossibility 1 
to forecast President Roose 

that then 
impressions 


attitude is the result of the 


they have gained in their contacts witi 
high government officials, they feel that 
there is impending a gradual abandon 
ment of the more radical ideas which 
have been pressed during the past eight 


years and that there will soon be intro 
duced into the administration leadership 
men of more moderate and conservative 


views. 
Further, they declare, and particularly 
while the present defense emergency 


continues, it will be increasingly difficult 
to get congressional ar-roval for meas- 
ures adding to the restrictions on indus- 
try, trade and business. 


Future of TNEC in Doubt 


The future of the Temporary Na- 
tional Economic Committee is in doubt, 
but there is some belief that it has about 
run its course and will not ask Congress 
for further funds for investigation. It 
will probably make its report early next 
year, and there is no indication that it 
will recommend any legislation for con- 
trol of insurance in view of the fact that 
its investigations admittedly have shown 
no industry-wide abuses which would 
call for a federal remedy. 

There is a belief current that the 
shortcomings which were developed by 
the TNEC are being dealt with by com- 
pany executives and state officials and 
that there is quietly going on a house- 
cleaning which will eliminate most if not 
all of the deficiencies shown up by the 
committee. 


Insurance Resources 


It is expected that the next four years 
of the Roosevelt administration will be 
one of building up, in contrast to the 
tearing down of the past eight years. A 
new relationship between government 
and business may be sought which will 
be one of mutual confidence, sadly lack- 
ing in the past. The need for such an 
attitude is based on the realization that 
the present war, whether or not the 
United States becomes involved, will be 
followed by a period of international 
hard times as the bankrupt belligerents 
accommodate themselves to a changed 
world. The United States will suffer 
less material, moral and spiritual damage 
than the European countries, but will 
feel the repercussions just as in 1929 ‘t 

(CONTINUED ON LAST PAGE) 
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Answer for Agents to Give 
Inflation Minded Prospects 


in aiding agents 
fearful of the future 
surance in view of the talk about infla- 
tion, Philip B. Hobbs, Equitable Society 
manager in Chicago, has found the fol- 


who have clients 
value of their in- 


lowing statement helpful: 

In a recent interview reported in the 
\mbassador Joseph 
Kennedy is alleged to have said the two 
kers in the world we 
dig Nor 
Norman 
iflation 


is in 


12 4 
boston 


“Globe 


foremost ban 
Hjalmar Schacht and 
m On questioning Montag 
about the possibilities of worl id i 
Mr. Norman responded, “What 
flation?” I can give you no better sug 
gestion than to follow Mr. Norman 
when you are queried in the same way. 

Regrettably, the word inflation has 
become another of the growing number 
of words which no longer have a sharp, 
easily understood by us 


thing to each 
people 














meaning 


ciear 








one. Regrett infla- 
tion is in econo! mics similar to the word 
medicine. I mean, of course, 

matter of fact inflation 
nore 





cancer in 
“all bad. , AS a 
is not necessarily per se bad any 


than deflation is necessarily per se 
zoor degree ot either under difter- 
Ing cir ances may be most salutary. 





Why all the outcry now? Colum- 
nists, edit orial writers, ed 
ine writer 





ns, economists al 





cast tl is word about 
no attempt to define just what they 
nean by Vv it, A port 101] n of th 
s of the recent po- 

it was custom- 

ary for the “ins” to point with pride and 
its’ to view with alarm. A com- 
to the loose use of the word in- 
n was the equally statement 
that the dollar was on a 59 cents basis. 


emark, referring only to the fact 


course, 1s the sftersanth 


litical campaign, wher ein 





panio! 
nhation loose 











tha old Was now priced at > al 
i of $20.67, ] ; 
internal 
S possi 
nes fc 





To avoid erro 
to above I would 
to the simple 1 
whether or not doll 
later date will have for 
dividual an average purchasing 
and whether or not we 
ernment action will d 
ing power of dollars ser 


power, 





ng 
purchased against some coming emer- 
gency. You will see, therefore, that I 
am confining myself to what might be 
termed monetary debasement and not 
talking about the much broader field of 
credit expansion. 


Still 20 Points Lower Than ’26 


There is in this country an index of 
wholesale commodity known as 


prices 


the Bureau of abor Statistics com- 
monly referred to as the B.L.S. This 
index is based on over 900 wholesale 
<ommodities and has a par of 1926 


prices equaling 100. In 


g February, 193: 


. KO and - 
60 to 59 a a 





this index broke throu 





fraction. You will recall tha is was 
practically a bankruptcy 


truthfully it can be 








eral good of all our 


— By considerable 





art of the government aid 
economic forces of recovery this index 
rose gradually to 80 by 1935-1936. I: 
other words a 20 point recovery still left 


the level 20 points below 1926 price 





Sir ce 1936 in the language of a chartist 
oh: . : ae ee 

nis inaex Mas remained lieve a very 
small fluctuatior above &( 1 very 
shallow dip below, and is today at 77.7 


anotner index known as the 


Fertilizer 


which has followed 


Association Index 


- - 1 
exactiy the 


1 
é aimost 

¢ r ; 1 Iaxyy Again ‘ ‘ 

ame pattern, 1s also today against a par 


in 1928 of 100 just below 80. This in- 
dex is based on food prices only. 
Consequently, if the immediate past is 
any criterion, prices could rise 25 per- 
cent from our present levels and not be 
more than they were in 1926 and 1928. 
In fact since the government by crop 
loans, subsidies, and other measures has 
taken hold deliberately of prices they 
have been more level than at any sim- 
ilar time for which we have a record. I 
believe that anyone can truthfully ad- 
mit that the government possesses to- 
day more controls over prices than ever 
before, and it would be little to the ad- 
vantage of the U. S. government or 
U. S. citizens not to apply this control 
in any run-away situation. 


Productive Capacity Still Ahead 


[he answers, as I see them, to the 
main fears of monetary debasement are 
as follows. Even allowing for the vast 
drain upon our factories by the rearma- 
ment program and_ the aid to Great 
Britain, our productive capacity still 
seems greater than our consumptive ca- 
based on ability to pay, though 


pacity 1 h 
not on need for the article. Conse- 
quently, any great increase in prices 


would 


upon the n 
unused capacities, 
from foreign 


bring a flood of commodities 
1arket from unused surpluses, 
and even in certain 
countries. To 
illustrate, I believe the government is 
now loaning 61 cents for corn, hoping 
to tie up the corn for about three years 
and keep same off the market. This 
is probably more than corn is worth 
today. It sells in the Argentine for 
about 30 cents. With the surpluses now 
under loan and with normal crops in the 
future it will be difficult to keep this 
overhang from holding the corn market 
in line. 

On this entire question of monetary 
debasement, particularly as it affects the 
purchase of insurance services, it strikes 
me that we are confusing a possibility 
with a probability. Of course, inasmuch 
as completely different circum- 
stances in other countries currencies 
have been wiped out, there is a possi- 
bility that they might be in the United 
States, but I see, inasmuch as the cir- 
cumstances are so different, absolutely 
no probability of this happening. On 
the other hand it is very probable that 
any individual that you are discussing 
th is matter with will suffer a premature 
death or an economic death. It is still 
true that the faster pace of modern life 
forces retirement at younger ages, es- 
tablishing the paradox that with regard 
to old age dependency we must prepare 
sooner for a longer period. 


Consider Results of War 


There is also a probability of the 
war’s end in the rather near future, near 
certainly in the sense of how long a 
life insurance service runs. That fact 
presents two alternatives. Should the 
totalitarian powers win and force Brit- 
ish cooperation, we will be driven back 
elf-contained economy. This 
seems to indicate a lowering of standard 
and would 
government con- 
economy, and would 
lead one to believe that said 
( would have to keep prices in 
line. The other alternative, should Eng- 
land win, there would be a race for res- 
Then the 
at $35 an ounce 
might become a very y helofal factor. The 
reconstruction throughout the 
hoped would in some 
rearmament 
could be accom 
United States only if we 
attitude, which 
contro! of our price levels so that 
afford to buy 
than to de 


instances 


under 


on a 
ratner than run-awav prices, 


require even greater 
trols of our entire 
, ¢ 

theretore 


eninite 


toration of foreign markets. 
sold Wwe have pure h —ase d 
necessary 
world wnict it is 
1 


WAV reniace the present 


and military ordere 
3° . 
creditor nation 


° ° 
foreign governments could 


efficiently from us rather 


Will Preside 








MONK 


WESLEY F. 
Wesley E. 


Monk, general counsel Mas- 


sachusetts Mutual, will preside next 
week over the annual meeting of the 
\ssociation of Life Insurance Counsel 


Waldorf-Astoria Hotel, New 
Tuesday and Wednesday. 
Massachusetts 


at the 
York City, 
Mr. Monk was formerly 
insurance commission. R. E. Henley, 
vice-president and general counsel of 
the Life of Virginia, is vice-president 
and Harry Cole Bates of the Metro- 
politan Life, secretary. 


pend on their own rather inefficient 
capacities. 

Even with this stress and_ strain 
through which we are now proceeding 
there is an optimistic note that once 
more our economies will be kept in bal- 
ance by new industries, new discover- 
ies, new inventions and new formulae. 
I suggest chemistry, bio-chemistry, 
plastics, television, prefabricated hous- 
ing and continuing medical advance 
looking to prolongation of life. It seems 
that low interest rates and high taxes 
will remain part of this picture. There- 
fore, it is more difficult for the average 
individual to create an estate outside of 
his insurance holdings, and further more 
difficult to make such accumulations do 
the job during the period these accu- 
mulations must be consumed. 

It is still a fact that payment must 
always be made by someone to repair 
any economic loss. Death is a loss, and 
must be paid for if the potential value of 
the life was not insured. Old age de- 
pendency, of course, which is equivalent 
to economic death, must also be paid 
for, and this can be accomplished only 
by monies sent ahead or by the sacri- 
fice of pride and the sufferance of de- 
pendence. Do not let fear of a vague 
possibility make sure your clients and 
their families pay a certain price of 
privation or humiliation. Rather than 
inflation of security this would be de- 
flation of soul. 


Project New Detroit Body 


Steps have been taken to organize 
the Detroit Insurance Club which will 
embrace representatives of all branches 
of the business, including company men 
and agents. Some 160 signatures to peti- 
tions asking for formation of the club 
have been secured. The intention is ul- 
timately to rent quarters in the Ameri- 
can Life building. At the organization 
meeting life insurance was represented 
by Ernest T. Lipscomb, American 
United Life 





The Life Agency Cashiers Association 
of the U. S. is now issuing a mimeo 
graphed publication, “The Cashier.” [ft 
contains association news and _ helpful 
suggestions for cashiers in improving 
the efficiency of their work. 


Mutual Benefit 
Finds Drives Needn’t 
Impair Quality 


Studies of Declination 
and Persistency Show 
Business Equal to Average 


NEWARK—Special sales efforts do 
not need to impair the quality of busi- 
ness produced in these campaigns, ac- 
cording to the experience of the Mutual 
Life, which recently made a 


study of two kinds of sales promotion 


Senefit 


activities. 

The first study covered business pro- 
duced in a 50-day drive in which all 
agents of the company participated. It 
was found that the declination rate did 


not indicate an inferior quality as com- 
pared with normal production. Of 6,548 
applications submitted during the cam- 
paign 8.37 percent were declined as 
against 9.67 percent declination for the 
29,443 applications for the balance of 
the year and 9.44 percent declinations 
for the year as a whole. 


Termination Rate Unaffected 


A more definite measure of quality is 
the termination record of the campaign 
business. This rate was compared with 
the record for the rest of the year’s 
business. The termination rate for two 
years on the campaign business was 
14.59 percent of amount issued while 
on the business of the balance of the 
year the rate was 14.63 percent. It is 
felt that these figures are adequate evi- 
dence that there is no significant dif- 
ference in the persistency of business 
produced during a campaign and that 
produced at other times. 

The second study concerned the ter- 
mination record for business produced 
by agents with a history of more than 
10 years membership in the weekly pro- 
ducers club, for which at least one ap- 
plication a week must be submitted. 

There were nine such men in seven 
agencies. Business paid for in the 
years 1931-1938 by these agencies 
showed total terminations of 26.1 per- 
cent. If his agency’s termination rate 
had applied to the business produced 
by each agent, the total of terminations 
would have been 28.2 percent of issues. 
Four of the men had termination rates 
somewhat higher than their agencies, 
five had rates more favorable than their 
agencies. 

Weekly production is a habit which 
greatly helps many men to maintain 
regularity of production and increase to- 
tal volume. Some people have felt that 
the drive for weekly production tends to 
decrease the quality of business pro- 
duced. These figures indicate that busi- 
ness of weekly producers over a long 
period is at least as persistent as the 
business generally in the agencies where 
it is written. 


Would Bolster Kentucky Law 


Commissioner Goodpaster of Ken 
tucky in his annual report, announces 
that he expects to submit recommenda- 
tions for the 1942 assembly for strength- 
ening the requirements for admission ot 
companies in Kentucky. He stated that 
no insurer, either domestic or foreign, 
has failed to meet any of its obligations 
in Kentucky during the last two years. 
The department has scrutinized every 
application for entry carefully and has 
denied authority where it was convinced 
that the company should not be ap- 
proved. The department has been criti- 
cised as being arbitrary, he declared. 
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Two New Speakers : 
Central States ls P Many Committees of urreni War Viause 
Presid ‘Card issi 
DI 8 d in H n d : on Fresidents Car Commissioners to Meet P " 
| Most of the time of the winter § { { 
aC d $0 Secretary of Commerce meeting of the National Associ- | ud lon In 
: ation of Insurance Commission- 
Mo De artment Jones and L. W. Brocking- ers to be held at the Pennsyl- Can d R . 
* ton of Ottawa Can vania Hotel, New York, Dec. 2-4, | ad § eviewe 
4 will be given to committee meet- 
ings. There will be an open ses- 
Excessive Real Estate NEW YORK—Jesse H. Jones, sion at 10 o’clock, Dec. 2, at A. P. Morton of Manufact- 
3 A United States Secretary of Commerce which time the chairmen of the f 
Holdings Chief Cause— and administrator of the Federal Loan different committees will an- urers Life Addresses Life 
“an - ‘i nounce the time and place of 
Rehabilitation Likely their meetings. The various chair- Insurance Institute 
men desiring meetings have al- 
= ‘ Parc : ready notified their bers. Th z 
ST. LOUIS—In a friendly court pro- re lee ogres Bo secant ae TORONTO—Addressing the Life 


ceeding Nov. 26, Circuit Judge Ward 
directed Superintendent Lucas to take 
charge immediately of the business and 
assets of the Central States Life of this 
city, and the company now is in his 
hands. 

The court action, which had the full 
approval and cooperation of the officers 
and directors, is the first step necessary 
in the plans for a complete rehabilita- 
tion on a basis that will protect the pol- 


icyholders 100 percent. Whether the 
business is to be reinsured by some 
other solvent company or mutualized 


will be decided on the basis of what is 
for the best interest of policyholders. 
Under Missouri insurance laws it is pos- 
sible for Superintendent Lucas as re- 
ceiver to proceed with a mutualization 
plan with a minimum of delay. 


Able to Meet Death Claims 


It seems certain that the company 
will be able to meet death claims in full, 
whether its business is reinsured or mu- 
tualized, it was indicated by Judge 
Ward’s decree. The court did not order 
the company dissolved although it was 
held to be insolvent and permanently 
and perpetually enjoined and restrained 
from doing any further business. ; 

In commenting on the receivership 
suit, Judge Lucas said: 

“The insurance department has abso- 
lutely no criticism to make of the offi- 
cers and board of directors of the Cen- 
tral States Life who took over its af- 
fairs about 214 years ago at the urgent 
request of the then state superintendent 
of insurance, the late George Robert- 
son, and Governor Lloyd C. Stark. We 
have the highest regard for them. 
Under their management the company 
has met all of its claims and at pres- 
ent has a cash balance of about 
$400,000. 


Judge Lucas Explains 


“We think, however, the assets are 
not of sufficient value to meet all of its 
obligations. Therefore, it became our 
dutv to take over. About 66 percent of 
its assets are in real estate and poten- 
tial real estate, through mortgages, 
farm and city properties.” 

The decision to file the receivership 
was reached at a meeting in the home 
office Monday night between Superin- 
tendent Lucas and the officers and di- 
rectors. New appraisals of property re- 
cently completed were discussed. 

These appraisals were made by W. R. 
Cady, head of the real estate depart- 
ment of the Mississippi Valley Trust 
Company. They indicated the $193,000 
surplus allowed after a convention ex- 
amination about a year ago had been 
wiped out and the $400,000 capital im- 
paired. 

Judge Lucas accompanied by C. L. 
Henson, department attorney, filed the 
petition Tuesday. Alfred Fairbank, 
president, and W. H. Armstrong, ‘attor- 
ney, filed an answer admitting insolv- 
ency and impairment of capital stock. 
The company said it was uninformed as 
to the extent of the insolvency and asked 
the court to determine the amount. 

Henson informed Judge Ward there 
were three possible courses open—re- 
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JESSE H. JONES 


Agency, has been added to the roster of 
speakers from outside the life insurance 
business who are scheduled to address 
the annual convention of the Associa- 
tion of Life Insurance Presidents at the 
Waldorf-Astoria, Dec. 5-6. Canada will 


of committee meetings will be 
posted on the bulletin board Sun- 
day afternoon when Commission- 
er Read of Oklahoma, secretary 
of the association, arrives. 

Efforts are being made to have 
James A. Farley address the Mon- 
day morning session of the com- 
misssioners. John C. Blackall, 
president of the association, was 
in New York Monday looking 
after certain arrangements. 








be represented by L. W. Brockington, 
K.C., LL.D., Ottawa, Ont. 

Mr. Jones’ address will follow that of 
Chairman L. A. Lincoln, president of 
the Metropolitan Life, which will open 
the sessions the morning of Dec. 5, ac- 
cording to the final arrangement of the 
program. Mr. Brockington will speak 
on the afternoon of Dec. 6. He will 
discuss “Canada at War.” 

The association announced also that 
the title of Mr. Lincoln’s address will 
be “Highlights of 1940.” 

A native of Wales, Mr. Brockington 
went to Canada in 1912 and engaged for 
a time in newspaper work. He then 

(CONTINUED ON LAST PAGE) 








The One 


in action :— 


folks’ home. 


> 


age. 


important $1,000. 
door! 
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WILLIAM H. KINGSLEY 
Chairman of the Board 





Sometimes a policy is written as straight life insurance, 
and yet a time comes when it makes retirement possibie. A 
mid-West underwriter tells such an instance of life insurance 


“This man ran a successful business for 47 years. 
would you like to do that—and then watch it fold up? That’s 
what happened, and he got a job as janitor in a church—$50 
a month, enough for his wife and himself barely to get by. 
The worry of it made them apply for admission to an old 


“But they had to have $1,000 to enter. 
the thousands this man had earned in a productive life, he 
didn’t have one thousand set aside and labeled, ‘for our old 


“But years ago he had bought a policy, and that little 
annual premium by now had created a cash value of the 
What a little key to unlock such a big 
The old folks’ home took an assignment on the policy. 
The couple live today with peace of mind. Not all the things 
they want, perhaps, but all the things they need.” 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA | 


Thousand | 


How 


And out of all 
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JOHN A. STEVENSON 
President 














Institute of Canada, A. P. 
Morton, manager of the medical depart- 
ment of Manufacturers Life, spoke at 
length on underwriting in wartime. 

He stated the Canadian Life Officers 
Association had 


Insurance 


established a commit- 
tee to review the situation from time to 
time and to make recommendations for 
extra premiums for use in conjunction 
with the war clauses. 

He referred to the latest 
this committee, as to 
extra premiums. 


report of 


recommended 


Recommendations Are Cited 


For military service outside of Can- 
ada, except Bermuda, combatant units, 
the recommended extra is $90 per $1,000 
per annum; for service units including 
army service corps, pay corps, postal 
corps, veterinary corps, ordnance corps, 
forestry corps, railway operating units, 
chaplains and army medical corps ex- 
cept nurses, it is $40; for nurses it is 
$24. 

For service outside of 
combatant units such as Salvation 
Army, Y.M.C.A., K. of C., etc., it is $40. 

For civilian travel and_ resi 
within North and South America, in- 
cluding West Indies, Bermudas and 
Newfoundland, no extra; travel to or 
residence outside that area and depend- 
ing on the length of travel or residence. 
number of trips, etc., not less than $10. 
7 For naval and marine service outside 
Canada, not less than $50; for mercan- 
tile marine, the regular war clause ex- 
cluding the section relating to travel 
should be included. 

For aviation service in Canada, $10, 
with the groundsmen such as mechan- 
ics, repairmen, recommendation that, if 
his rank in the air service changes, he 
be required to notify the company and 
to pay extra premium; student pilots, 
on the understanding no refund will be 
made on departure from Canada within 
One year, $60; pilots, with 300 or more 
flying hours; non commissioned pilots 
and pilot officers, $40; flying officers, 
$35; flying lieutenants, $25; squadron 
leaders, $20; wing commanders, $15: 
crew, observers or photographers, $35. 
Aviation Cover Overseas 


No recommendations for extra pre- 
miums were made concerning aviation 
coverage overseas, this hazard involv- 
ing an extra premium of an unknown 
but probably prohibitive amount. 

Mr. Morton pointed out that it is 
difficult to use the war of 1914-18 in es- 
tablishing rates and procedures to cover 
current exigencies. The influenza epi- 
demic, which extended from October, 
1918, to March, 1919, brought claims of 
$12,696,000 in Canada. The war claims 
for the entire four years, including $1,- 
746,000 in claims from deaths not di- 
rectly due to military operations totalled 
only $20,353,000. In the financial year 
1918 influenza claims totalled $8,862,000, 
while in the peak year for war claims, 
1917, the deaths due to military service 
totalled $6,156,000. 

Following that war to September, 
1939, Canadian companies issued all new 
policies without war or other restric- 
tions save for unimportant exemptions. 

(CONTINUED ON PAGE 20) 








New Educational 
Programs Progress 


Dean McCahan Enlarges 
on Huebner Foundation 
—Study College Plan 
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Hie NATIONAL UNDERWRITER 


Stamper Is L. A. A. 
Membership Chief 


Effort to Increase Roster 
Again This Year Is Getting 
Under Way 


] 


Powell Stamper has been appointed 
ian of the membership committee 

( F e Insurance Advertisers Asso 
( He sales promotion managet 








POWERLE STAMPER 

Na la e & Accident, and tis a 
newspape nan who became a 
LE s é S< ile insurance 
l-time, and then went 
ti anage ent and sales 
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New York Fixes 
Valuation of Bonds 
in Annual Exhibit 


NEW YORK—For some weeks the 
New York department has been giving 
study and consideration to increasing the 
standards for the eligibility of amortized 
values for bonds shown in Dec. 31 state- 
ments. 
is in the right direction and in the public 
interest, The following basis has been 
decided upon: 

Bonds not in default as to principal or 
interest which are found by the insuret 
to be amply secured and meet any one 
of the following tests shall be carried at 
the amortized values: 

(a) Bonds issued, assumed or guaran- 
teed by the United States or the Domin- 
ion of Canada or any political subdivi- 
sion therein, or any civil division or pub- 
lic instrumentality of any of the forego- 
ing which are legal for investment by in- 
surance companies under the provisions 
of subdivision 1 of section 81 of the New 
York insurance law. 

(b) Bonds rated in any of the first 
four grades by at least two of the recog- 
nized rating services. 

(c) Bonds rated in any of the first 
five grades by at least three of the rec- 
ognized rating services. 

(d) Bonds which are not eligible for 
amortization under (a), (b) or c) herein 
but rated in any of the first five grades 
by two of the recognized rating services, 
provided such bonds were quoted at 55 
percent or higher during the last three 
months of the year. 

Bonds which do not meet any of the 
tests herein set forth shall not be amor- 
tized, but carried at the market value. 

he ratings referred to relate to the 
Dec. 1, 1940, ratings issued by the fol- 
lowing four recognized rating services: 
Moody’s Investors Service, Poor’s Pub- 
lishing Company, Fitch Investors Serv 
ice and Standard Statistics Company. 


companies, bringing L. A. A. member- 
ship to a total of 201 members represent- 
ing 126 companies. 

The association, which is predomi- 
nantly American and Canadian, has a 
member in Buenos Aires, Argentina— 
Juan M. Mascarenhas of La Continental; 
and one in Johannesburg, South Africa 
—Samuel A. May of the Dominion 
Insurance Company. The L. A. A. 
membership committee regards European 
and Asiatic territory as temporarily 
julescent 





C. H. Judin, Travelers’ branch office 
supervisor comptroller’s department, is 
making a tour of Texas offices. 


It is convinced that such a move 


November 29, 1940 





Career Plan Issued 
by Oregon Mutual 


Flexible Form Provides 
Protection, Income, 
Cash as Needed 


A “career” plan has been brought out 
by Oregon Mutual Life in the form of 
a convertible ordinary life that may be 
changed later to a 20 payment life policy 
dated back to original age at issue with 
out payment of lump sum difference in 
premiums, and with an additional option 
permitting the buyer to continue ce 
posits beyond the 20 payment period so 
as to endow the contract and give an 
nuity benefits. It is being merchandised 
through large advertisements in daily 
newspapers keyed to the idea of ad 
vancement in one’s profession. A broch- 
ure telling the story of why “Frank 
Martin” selected the career plan has 
been prepared. 

This is a package selling plan which, 
it is explained, is elastic enough to allow 
for greater emphasis on increased saving 
at the end of three years after the head 
of the family is established and suff 
ciently far-reaching to bridge the gap 
into old age and provide retirement in 
come after the productive period has 
passed. It provides a comparatively 
large amount of insurance for relatively 
small premium deposits, and at maturity, 
if cash is preferred to income, it supplies 
that. The contract conserves the major 
part of the funds the insured has de 
posited and in most instances shows an 
increase over total deposits in addition 
to the insurance protection provided 


Schuppel Télls of Form 


“The career plan is designed for the 
man or woman who is looking to the 
future with anticipation, who believes in 
himself, who is confident that he will 
succeed,” W. C. Schuppel, executive 
vice-president, explained. ‘The office 
worker who envisions future promotions, 
the mechanic who is determined to ad- 
vance, the professional man who is out 
to make a name for himself, the business 
woman who is headed for a career, the 
college man who should expect to step 
into the economic arena—all need and 
should buy adequate protection early in 
their careers. But often they do not. 
Instead they buy investment types of 
insurance.” 

Mr. Schuppel explained that upon con- 
version from the ordinary life to 20 
payment life, the difference in premium 

(CONTINUED ON PAGE 20) 
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Bankers National 
Details Retirement 
Plan for Its Agents 


{ONTCLAIR, N Bankers Na- 
tional Life has released to its field full 
details of its agents’ retirement plan. 
The plan was announced some time ago 
and in its completed form the plan is 
essentially the same as originally out- 
lined. With the completion of all de- 
Is agents are now starting to send in 
contributions. ; 

e plan is a single-premium 
uity During each 
r as long as authorized by the 










policy. 





directors) agents may make 
ra) sutions to the company at any 
ime during the year in amounts of not 


less than $10, an amount up to 3 percent 
1 from the company, or 


t 





eTross 
f $3.000, whichever is less. That sum 
be matched by a similar contribu- 
1 by the company and the total 
pli t the end of each year 
ium toward the pur- 
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of $1 beginning at age 65—10 years ce) 
tain. ‘ ‘ ; 

tAmount of monthly annuity beginning 
it age 65—10 years certain—purchased 
with total contributions (total of agent's 
ind company’s contributions) of $100 in 
iny year 

The due date of the first annuity pay- 
ment will be the Dec. 31 next following 
the 65th birthday of the agent, although 
the policy provides an option to have 


the annuity commence at any other age 


from 62 through 70, in which case, of 
course, the amount of the annuity will 
be different than shown in the preceding 
table. 

As the annuity is on a 10-year certain 
basis, in the event of death of the agent 
before annuity payments for at least 10 
vears are paid, the commuted value with 
3 percent interest of the unpaid install- 
ments of 10 years certain is payable to 
a named beneficiary in one sum. 

Certificates may not later be surrend- 
ered and the agent thereby withdraw 
from the plan, unless the agent ceases 
to be under contract with the company 
for any reason pricr to age 62, when 
the amount of his contribution only, to- 
gether with compound interest at 3 per- 
cent, will be paid in one sum. Such 
payment will not include the amount of 
the contribution by the company. 

Upon the death of an agent while still 
contract and prior to the date of 


unde! 
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commencement of the annuity the 
amount of both the contribution by the 
agent and the contribution by the com- 
pany, together with compound interest 
at 3 percent will be paid in one sum to 
a designated beneficiary. 

Upon total and permanent disability 
of the agent while still under contract, 
and prior to the commencement of any 
annuity payment, the amount which 
would have been payable in event of 
agent’s death, as outlined above, will be 
payable to him or to her in equal 
monthly installments for a period of two 
years. The frequency of these disability 
installments is to be monthly if the sum 
payable is sufficient to provide for not 
less than $10 a month; otherwise, the 
payments will be quarterly, semi-an- 
nually or annually, depending on which 


frequency first produces payments of 

not less than $10. 

Fraizer May Get Nebraska Post 
LINCOLN, NEB. — Governor-elect 


Griswold has given no indication as to 
whom he will name as state insurance 
director to succeed Charles Smrha, al- 
though it is regarded in inner circles 
that if Cecil C. Fraizer, Aurora banker 
and lawyer, will accept, the position will 
be his. Mr. Fraizer is a prominent 
Republican 


Expect Trustees to Pick 
Wichita for Mid-year Rally 


NEW YORK—tThe meeting here next 
Wednesday of the trustees of the Na- 
tional Association of Life Underwriters 
will find Wichita the chief contender for 
the midyear meeting. In addition to se- 
lecting a meeting city the trustees will 
as usual devote themselves to crystalliz- 
ing plans for the coming months and 
hearing such committee reports as will 
be ready. It has been hoped that a full 
and official copy of the Securities & Ex- 
change Commission’s report to the 
[TNEC would be available in time for 
discussion and there is still a possibility 
that one may be obtained, though the 
chance is regarded as slight 


Honor “Coach” Phillips 


ST. PAUL—In putting on a Decem- 
ber campaign to honor President T. A. 
Phillips, Minnesota Mutual Life, agents 
are invited to sign up for Coach Phil- 
lips’ “squad.” The final squad will be 
composed of the 36 most successful pro- 
ducers in December and the 11 who 
score the most points will be placed on 
the first All American team. 


The Royal Clan, a fraternal, has been 
recommended for admission to Minnesota 
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Through Boom and Depression 
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2s research and personal 
tion program inaugurat- 
individualized training of 


evelop maximum sales 
capacities 
Need selling’ given further im- 






petus by introduction of Visual Sales 
Portfolio and now famous Chart Plan. 

“Selective Agency Recruiting” 
study, later refined and improved, 
evolved first statistical scale for 
gauging a prospective agent's apti- 
tude for the business. 


1937 —Revised Persistency Forecast 
introduced, based on research into 
5,000 policies—another forward step 
in war on lapses. 


1939_tntroduction of Arnold Sys- 
tem of Renewal Commissions, linking 
agent’s compensation directly to 
quality of service he gives, marks 
new epoch for NWNL, perhaps for 
life insurance business. 


@ And always NWNL has antici- 
pated changing economic conditions 
by developing policy forms spe- 
cially designed—and timed—to meet 
the needs and pocketbooks of large 
segments of the public. 
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Report Is Made on 
German Companies 


Low Interest Return on In- 
vested Capital Cuts Into 
the Profits 


WASHINGTON, D. C.—Life insur- 
ance companies of Germany broadened 
tl scope of their activities, improved 
the volume of new business, and in- 
creased their total assets in 1939 and the 
first part of 1940, according to a report 
received in the Department of Com- 
merce from the American embassy at 
Berlin. 

The return upon the invested capital 
of German insurance companies is re 
ported threatened by a general tendency 
toward lower rates of interest. Since 
most of the large companies hold abun- 
dant stocks of long standing investments 
where the interest rate has not and 
will not be reduced, the shock of dimin- 
ished returns from new investments will 


+ 


not be disastrous. 





Reserves Believed Ample 


Should temporary losses occur, the re 
serves, especially in the case of the larger 
German enterprises, are believed in Ger 
many to be considerable enough to af- 
ford protection, the embassy reported. 

The report, which is comprehensive in 
scope, summarizes the present situation 
and discusses the advance in the amount 
of new insurance written, premium pay- 
ments complementing accumulation of 
new capital in savings banks, the exten 
sion of general insurance to include the 
compulsory social insurance of handi- 
craft workers, the influence of the war, 
mortality experience, capital investment, 
holdings in government securities, inte,- 
est rates and future earnings, and possi- 
bilities of retrenchment. 

Copies of the report are available from 
he Division of Commercial Laws, Bu- 
reau of Foreign and Domestic Com- 
merce, Washington, D. C. 


Qualification Bill Is Big 
Topic at Mo. Mid-year Meet 
COLUMBIA, MO.—The Missouri 


Association of Life Underwriters spent 
the first half of the mid-year meeting 
here going over the Missouri depart- 
ment’s agency qualification bill with C. 
W. Harvey, assistant counsel for the 
department. In general the association 
officials approved it, but placed respon- 
sibility for action with the by-laws and 
legislative commitee, of which A. M. 
Embry, Equitable Society, Kansas City, 
is chairman, and Ralph Lowenstein, 
Massachusetts Mutual, St. Louis, is 
vice-chairman. Mr. Lowenstein, E. E. 
Woodbury, Reliance Life, Columbia; 
George Hackmann, Guardian Life, Jef- 
ferson City, attended the department's 
hearing on the bill at Jefferson City. 

The remainder of the time was spent 
discussing sales congresses. P. B. Tur- 
ner, Home Life, Kansas City, vice- 
president of the state association, 
strongly urged holding the sales con- 
gress of one of the two big cities of the 
state in conjunction with the state as- 
sociation convention. 

The law and legislation committee 
Was empowered to contact probate 
judges and obtain support for a bill al- 
lowing investment of funds in life in- 
surance by guardians. 

Preliminary plans for next year’s con- 
vention in St. Louis were gone over. 
Paul C. French, New York Life, St. 
Louis, president, presided. 


Charles F. Williams, president of the 
Vestern & Southern Life, was toastmas- 
ter at the centennial dinner of the So 
Clety of Jesus in Cincinnati. It also 
marked the quadricentennial of the so- 
clety’s founding. James A. Farley, for 
Mer postmaster general, was guest of 
“wonor, 
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Life of Virginia Head 
Becomes Father of Twins 
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BRADFORD H. WALKER 


Bradford H. Walker, president of Life 
t Virginia, and Mrs. Walker, the former 
Miss Elizabeth Leake, of Richmond, are 
receiving congratulations on the birth oi 
twin sons, David Harris Bradford 
Hastings, Jr., born at Richmond's Johns- 


rsd; h nital 
ton-Willis hospital. 








Provident Mutual Merger 
Involves Two Agencies 


Provident Mutual Life announces the 
merger of two of its C : 
the Ewing agency, located at 
Monroe street and the Marquis & Ells- 
worth agency, 10 South La Salle street. 

Willard Ewing, former 
manager of agencies, and for 
agent at Kansas City, bec 








quis, who has represented 
since 1922, will hold an in 
tion as agency supervi 
gage also in personal 
of which fi he has 
ability. The agency 
at 111 West Monroe 
Leonard Ellsworth, who has | 
Provident since 
general agent in 
last 14 vears, is returning 
duction. He will | 
ated with the Provident’s E. S. 


agency, Field building, Chicag 


















personal pre 





Aviation Executive Is Speaker 

LOS ANGELES—At the meeting 
the Life Managers Association of I 
Angeles, H. Thompson, regio 
vice-president American Air 
spoke on “Aviation Developments 
What They Mean to Southern Cali- 
fornia.”” He said insurance men should 
keep politics from getting a hold on the 
business and that the policyholders and 
their protection should have a part in 
the thinking of the life insurance 
In addition, those who are 
holders but prospects should be con- 
sidered. 

\iter reviewing developm 
ation, he said the millions of 
are pouring in from the aviation indus- 
try are bound to affect favorably every 
business in southern California and the 
emploves of the plants are good pros- 
pects for life insurance. 
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Kuhn Named at Long Beach 

W. H. Siegmund, Los Angeles, gen- 
eral agent Connecticut Mutual Life, has 
appointed Mark V. Kuhn branch man- 
ager of the Long Beach office. Mr 
Kuhn returns to the Connecticut Mutua! 
atter two years with another company 
as branch manager at Long Beach. 








‘Gt a Winner!” 


No wonder PROVIDENT 
Life FIELDMEN say this 
about 





An up-with-the-times program 
which provides 
the benefits of 


NON-CANI {LIFE 
DISABILITY} INSURANCE 


whtten in a single plan! 
An illustration of the NON-CANCELLABLE policy 
provisions: 
1. $200 a month when disabled 2. $200 a month when disabled 
from injuries (from first day for from sickness (from |5th day 


as long as two years for any for as long as one year from 
one accident). any one sickness). 


3. $150 a month for hospital care 4. $40,000 for loss of life from an 
{up to 90 days. Medical Re- accident. 


imbursement may be added). 6. $200 a month at age 65 Re- 


5. $20,000 for death from natural tirement Income, or $26,000 
causes. cash. 


7. PLUS waiver of premium on 
entire program in accordance 
with policy provisions. 


Every feature guaranteed fully renewable to age 65 


Smaller amounts of each feature available. Also 
two other attractive plans are included in the 


COMPLETE PROTECTION program. 


SAM E. MILES, Agency Manager 
Life Department 


PROVIDENT LIFE AND ACCIDENT 
INSURANCE COMPANY 


Since |887 


More than a half-century’s experience in Personal Protection built 
into this COMPLETE PROTECTION Program. 


Chattanooga Tennessee 














Soldiers & Sailors Relief 
Act Is Clarified 


Phe question has arisen as to ti 
hase restriction in the new 





of pure 


qinie 
soldiers and sailors relief act so tar as 
life insurance is concerned. 1 nder this 
she aera ; So ca eit 
act. the government may pay the prem 
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surance pou 


amount 


n private lite 


the service up to a face 


























* 
$5,000 The policy must have been 
chased and one premium paid upon it 

i o On 17. 1940 (the date upon 

; i the act was approved) or pur- 
sed not less than 30 days prior to 

entry into military service and at least 
e remium paid. A man_ entering 

ry service say on Oct. 18 or any 

‘ ee Jess than 30 days after the date 
h nroval of the act, would have 

‘ 4 efit of this relief if he had pur- 
sed e in ance prior to Oct. 1%, 
. eafter, however, the policy must 
ive bee irchased and one premium 
11d east 3t s prior to entry into 
t vy sé¢ ce 
4s derstood that the a ities 
construe one premiu t e as 
athly premiu 
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: « nizZec s the most equit- 
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FieNATIONAL UNDERWRITER 


RECORDS 


Pilot Life—Through October mor: 
ordinary business was paid for than dui 
ing all of 1939. Through Nov. 4 mor: 
ordinary had been submitted than in 
1939. The deliveries through Octobe: 
were one-third more than they were 
through October of last vear. Gain ii 
insurance in force was $7,192,921, which 
is 36 percent more than the gain through 
this same period of 1939. Insurance in 
force is now $144,759,011. 

West Coast Life—October written 
business increased $500,000 or approxi 
mately 30 percent. For the first 10 
months the total gain in written busi 
ness approaches the $3,000,000 mark 
Paid premiums in October increased 
33 percent and up to Nov. 22 a similar 
gain is noted. 

A. Van Goldman, manager, La Sall: 
ordinary agency Prudential, Chicago 
Has completed 1940 paid for business 
allotment, the first agency in the coun- 
try to do so. Completed net increase 
allotment Oct. 18, leading the country 





this respect for 20 out of the last 22 
1onths 


Exceeded group allotment for 
and is substantially ahead it 
net increase and group insur- 





A. C. Utter, New England Mutual Life, 
Detroit—Placed second in production ir 
October among the company’s 75 agen- 
cies He has been in the business 4§ 
years and head of the Detroit agency 3: 


Samuel Heifetz, Mutual Life of New 
York, Chi Paid new business te 
ahead of the 
nd increase of business 
he first nine months re- 
provement in persis- 





Same pe- 





aue te it 


er Franklin Life 


Jack Wiseman, mana: 
S l already 


is—Agency has 





passed 





l n dollar mark in new paid for 
business this year It started fron 
ser h witl it al it f r years ag 

s ver faller 1,250,000 pair 

s ince since it was established 


B. M. A. Salesmen Eat Turkey 


Thanksgiving Day, celebrated either 

Nov. 21 or Nov 28, found 139 sales- 
1en of the Business Men’s Assurance 
nd their families eating turkey at its 





nse. The offer of a free turkey to 
salesman was based on certain 
‘equirements met during the first 16 
lavs of November. 





M. R. Rose with Service Life 

.. Rose, former president of the 

Guarantee Union Life of Los Angeles, 

as become general agent of the Serv- 
Lite of Omaha. 


To Have Detroit Office 

In connection with its investigation oi 
‘t time solicitors, the Michigan depart- 
nt intends to open a temporary office 
Detroit. The department has asked 
Association of Insurance 















t Detroit 
\gents to assist in the survey 


Policy 35 Years Ago 








e Indianapolis 
Sth anniversary of of its 
st policy Nov 20. polics 
sold by H. M. Huston, still with the 
company, was paid as a death claim. 


Some of the first policies still are in force 
I 


natured as endowments 





d some have 
Mr. Huston was general agent at L« 

gansport, Ind., for nearly 30 years and 
In 1935 was ¢ to the home office and 





cnarge OI! real estate. 





53, former president of the 


e Underwriters Association of Port- 
and, Ore., died at the Veterans’ Hospi- 
Portland, following a month’s ill- 





nes He was formerly manager Jol 

Mutual Life, and was elected 
» head the life underwriters in 1936. He 
nt of the British Benevolent 
iety there for two years and served 
I Junio: 


+; 
« 





, oo , : 
he board of the Portland 
1 orchestra He T+ ana 
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Fronzied Figuring? 


Not as ridiculous as it seems, for in 
setting life insurance premiums the 
applicant’s nearest birthday is the one 


considered. 


Thus a family provider moves 
overnight, midway between birthdays, 
to the next highest age bracket—his 


premium rate increases. 


Watch your prospects’ calendars. 
Delays are costly. You can readily 


show them why. 








ted) rudential 
Iusurance ¥ Company of America 


Home Office, NEWARK, N. J. 
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G. A. Eubank 
Loses Tax Case 


WASHINGTON—The United States 
Supreme Court in a 6 to 3 decision, de- 
cided against the tax exemption claim 
of Gerald A. Eubank, manager of Pru- 
dential in New York, in connection with 
an irrevocable trust to which Mr. Eu- 
bank had assigned, among other as- 
sets, his renewals, including overriding 
commissions as manager of Canada Life 
in Detroit and general agent of Aetna 
Life in New York. The litigation cov- 
ered only the year 1933 but, of course, 
will affect subsequent years during 
which the arrangement was in force. 
The decision will also settle the status 
of several other similar trusts which 
have been set up by general agents. 

The decision reversed the U. S. court 
of appeals decision in Mr. Eubank’s 
favor. The case was first brought be- 
fore the board of tax appeals, which 
decided in the government’s favor and 
caused Mr. Eubank to appeal to the 
higher tribunal. 


Eubank’s Position Given 


In assigning his commission inter- 
ests, Mr. Eubank directed that these 
be paid directly to the trust, hence he 
had no interest in them and they should 
not be taxed as part of his personal in- 
come. He contended that the money 
was paid not as a result of a definite 
agreement to pay these sums but only 
on condition that the insured continued 
their insurance. This contingency was 
the sole deciding factor governing the 
payment of the commissions and hence, 
Mr. Eubank contended, the commissions 
did not represent sums earned by him 
as personal income within the meaning 
of the income tax law. 

When the decision became known the 
department of justice issued a statement 
to the effect that if Mr. Eubank had won 
it would have enabled a great many 
other persons in a_ similar situation, 
though not necessarily involving life in- 
surance commissions, to reduce their 
taxes sharply by the method which Mr. 
Eubank employed, and that this would 
have meant a considerable loss in rev- 
enue to the treasury. The majority 
opinion was brief, the justices merely 
stating that the case was similar to the 
Horster case, in which it was held that 
a man who owned bonds and held pos- 
session of them, but gave the interest 
coupons to his son, was still responsible 
for the taxes and not, as he contened. 
his son. 


Continental Assurance 
Agency Heads to Meet 


The annual general agents and man- 
agers conference of Continental Assur- 
ance will be held in Chicago Jan. 17, 
with business sessions all day, winding 
up with a dinner. Earlv this year the 
first conference of this type was held, 
the field men paying their own ex- 
penses to attend. Emphasis was on 
agency building. The January meeting 
will stress methods of getting new 
agents quickly into production. 

W. E. White, agency vice- -president, 
and Charles T. Cravens, director of edu- 
cation, will preside. Attendance of 
about 100 is anticipated, compared to 
70 previously. President H. A. Behrens 
will talk. 


New Pa. Licensing Rules 

Commissioner Taggart of Pennsy! 
vania announces the approval of the 
rules and regulations affecting the quali- 
fications and licensing of agents and 
brokers, effective Jan. 1. Blanks for ap- 
plications for license will be mailed to 
companies, associations and exchanges 
about Dec. 5, and they will supersede 
present blanks. Copies of the regulation 
will be distributed a few days later. 

The examinations of agents and brok- 
ers will follow the plan now in vogue, 
but dates are changed as follows: 1st 
Saturday in month, Philadelphia; 2nd 
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Business Insurance Expected = ==" © 


ree actual 
inconie 


3asis.” He described 





mi inim 





lasses. 
V. S. Eagan, Des Moines, Bankers 


to Make a Comeback Lite of fowa agent and clu secretary 
treasurer, described how social security 


fits into the life insurance picture and 





DES MOIN ES—Discussing all 
phases of the life insurance business, the 
Iowa Quarter Million Dollar Club held 
its first all-day session in Des Moines, 
the first since the club was organized at 
Sioux City this summer. At the conclu- 
sion the consensus was that the life in- 
surance business is good and will con- 
tinue to be good. 

W.N. Hiller, Penn Mutual, Chicago, 
a member of the Million Dollar Round 
Table, took part and voiced the same 
opinion. “I think business insurance 
should be very good this coming year. 
This will be due to the fact that busi- 
nesses are certainly expanding—new 
men are being taken on and men are 
being shifted from certain lines into 
others. We in the life insurance business 
have always gotten along whenever 
changes take place, whether’ these 


Hazleton and 
Pittsburgh and 
Harrisburg and 


Johnstown, 
Erie; 3rd Saturday, 
Scranton; 4th Saturday, 
Williamsport. 


Saturday, 


changes happen in a man’s family situa- 
tion or in his business.” 


The 


all members 


~ 1 
Saies 


problems came to the front. 
_ It was felt life insurance men need not jy interesting account of his 
fear inflation although prices are ex- 


pected 


present felt federal control would not Qparter 
materialize but if any phase of life insur- jion club. 


used an actual case family to work out 
how much insurance would be needed t 
; ; supplement the pension at 65 years ot 
was a round-table with 
joining in discussions. 

conditions and agent 


meeting age. 

Robert Bickel, Cedar Rapids agent Na- 
tional Life of Vermont, told how he built 
prestige for estate underwriting and gave 
camera 
ability to attract and build pre stige for 
the type of writing w hich earned him 2 
membership in the quarter mil 
Bickel estimated he _ has 


methods, 


to go upward. Most of those 





ance needs investigating it should b shown his pictures to more than 25,000 


aes a 
defects 


Discuss Agents’ Retirement | 


ment { 
sensus 


the companies. not particular 
prosperous agents, but those in 





nd methods taken to correct any 


. people and thus has established a select 
in the system. 


an for his business 
Hiller was the hit of the meeting 
gave a detailed demonstration at 
‘ription of his method of analyzing his 
ment insur- 
He pointed out it som eti mes takes 


> case, 






plans for agents it was the con- customers for stock re 
that something should be done by ance. 
rf years to close a business insurance 
especially insurance for stoc] rement, 
rganized sa-:e 












smaller class who have devoted and he denounced any 
greater part of their lives to the indt talks for this type of business. 
try. “T will venture to say th< 
‘Edward Brook, Des Moines, | very few people in the life 
Mutual club member, discussed business who can give a stock retire- 
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THE PILOT LIFE... 


sah ee ee ae 
@lIs a Southern Company, Growing with the South. 


hirty-Seventh Year of Dependable Service 
to Policyholders. 


@® Has paid over $30,000,000 to Policyhol 


eficiaries. 


Pilot 
| es rT 
rket Value. 


@ Has Insurance in Force of over $145,000,000—An All- ‘ 
Time High The Gens in Recent Years have been 
Unusually Large. 


@ Has had unusu 


PILOT LIFE 
I INSURANCE COMPANY 


GREENSBORO, N. C. 


over $22,000,000 in Sec curities hand- 
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, on invested Assets in 1939. 
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occurred 
rather 


Shuff’s power of persuasion 


hen he endeavored to secure 





large loan from the late B. H. Kroger, 
banker and chain store executive. Mr. 
Kroger told Mr. Shuff that the bank 
directors had decided to make no more 


ans for the present in view of the un- 
certain times. Mr. Shuff went over to 
ALT. Kroger, took hold of his coat, and 
said, “Listen, B. H., I want that 
oney.” Mr. Kroger said, “Write out 
Mr. Shuff was the only agent mem- 
ber of the war risk insurance commit- 
tee in the World War. He was active 
Cincinnati civic and social life, his 
liations including the Queen City and 
in Country Clubs, the chamber 
ot commerce, and the Ohio Society of 
New York. His pride and joy was his 


eautiful estate, “Jackida,” built on a 





mnat 


Cincinnatt 














knoll overlooking the Ohio River in Ft. 
Thomas, Ky., where he had 6,000 rose 
mushes under cultivation. 


Looked In On Conventions 


Mr. Shuff had a habit 
ping up almost anywhere at life 
it did not matter 
ympany was his own or 
alw ays W elcomed, and 
when called on to speak had a message 
importance to deliver. Mr. Shuff was 
persistent, gen tact- 
] He 


on the achievements ot 


In later 


years, 





nce conventions, 





erous, Courageous, 
aggressive, and enthusiastic. 


. 1d 1f 
Was S01Q i1iill ii 





alk about it. 

f was elected president of the 
National Association of Life Underwrit- 
i interest 

















s 1921. He took an 

the Cincinnati Life Unc riters As- 
sociation and 1 as its president in 
1914. Two year » retiring as Cin- 
innati manager his appointment as 
gene agent Shuff was elected a 
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er $200,000 placed in the m 

west Ir the vear Mr Chyoft wac 
ster, he made six calls and 

te $800,000 

Shuff went to Washineton 
onfirmatio1 of his ur solicited 
as postmaster by President 
as the man 


call more senators and 


Wilson, he was referred to 


c 


seitintay ae ra . “ee 
resentatives by their first names than 
\mericz He knew 


ately every president from 


Grover Cleveland. whom he entertaine< 


in Jacksonville, to President Roosevelt. 
Mr. Shuff’s five nephews served as 
casket bearers. 


W. S. CRAWFORD 








W. S. Crawford, insurance editor of 
the New York “Journal of Commerce,” 
was connected with the “Ohio Under- 
writer,” which is now THE NATIONAL 


UNDERWRITER, in its earliest days in Cin- 
cinnati. At that time E. J. Wohlgemuth 
was publisher and editor of the paper. 
Mr. Crawford recalls the almost daily 
visits that Mr. Shuff paid to the “Ohio 
Underwriter” office, as he and Mr. 
Wohlgemuth were close friends, had 
gone to Cincinnati about the same time 
and each boosted the other. Mr. Craw- 
ford said: 

“Mr. Shuff, in coming into our office 
usually had some joke with which to 
regale us and he was very fond of the 
expression then current that some one 
had the nerve of a brass monkey. Mr. 
Shuff could comment on people in a way 
that were it done by someone else it 
would have made lifelong enemies. 
However, with Mr. Shuff there was 
something about him and the way he 
said it which prevented any feeling of 
antagonism. 

“He recited an incident to me after his 
return from a celebration in his o.. 
home in Kentucky. He took a number 
of young fellows from Cincinnati with 
him. In the crowd in the celebration 
he saw a beautiful girl and asked some- 
one who she was and who her mother 
was. He walked over to her and said, 
‘Miss - - - - -, I am delighted to see 
you, let me introduce Mr. Burkhart.’ 
She gave him a freezing stare and said, 
‘I certainly do not know you.’ Mr. 
Shuff replied, ‘Well you should, I knew 
your before was married.’ 


Shuff Was an Alert Man 


“He was one of the most alert men 
with whom I ever came in contact. In 
prospecting and in writing people for 
life insurance he seemed to learn all 
sorts of things about them. If a manu- 
facturer told him he was going to build 
an addition to his plant Mr. Shuff was 
likely to impart the information to some 
friend of his, who was a building con- 
tractor and material man before anyone 
knew anything about it. He was 
constantly on the lookout for opportuni- 
tics to be serviceable in a valuable way 


is friends. 


mother she 





“Shuff did one piece of work for Mr. 
g that gave the ‘Ohio Under- 
r’ a mighty scoop. In fact, Mr. 
was always giving Wohlgemuth 

what was going on. The out- 
standing case, however, was the publica- 
tion of the Mutual Life’s first cash value 


ovemiuth 
remut 





+4 
tl 


ps or 


policy which it put on the market about 
the beginning of 1899. Mr. Shuff se- 


cured a sample copy of the policy from 
a friend of his in New York City and 
gave it to Mr. Wohlgemuth. The ‘Ohio 
Underwriter,’ therefore beat the press 





*~ the country in its publication. Emory 
McClintock, actuary of the 
had 


aq 


Mutual Life, 
always 1 values but 
of the general agents had put on 
pressure that the company finally 
Ided Mr. McClintock worked out 

values by some peculiar plan which 
the legal 






opp. sed cas 











in some instances exceeded 








eserve. After this story was published 
n the ‘Ohio Underwriter,’ we = sent 
postal car to all the leading life in- 
surance men whose names we 
could find in the Spectator Year Book 
offering copies at 25 cents each. The 
orders were numerous and many of 


them came from Mutual Life men as the 
not then sent sample poli- 
{ representatives. 

“Mr. Shuff in many ways was a 
unique character. He was always nat- 
What he did was not thought up 
artificial. When many life 
Ve ry air | € 
When men wore rather 

at 1 them 


ural. 
It was not 

: 
assumed a 
a joke r 


iy vests 40 vears ag ri 


agents serious 

1 

pecame 
P went 


one better. In his active days he was 
extremely alert and knew what was go- 
ing on all the time. Part of his success, 
in my opinion, was due to his great 
friendships.” 





GEORGE A. BOISSARD 


George A. Boissard of Madison, Wis., 
president National Guardian Life, was 
one of the old friends of John L. Shuff 
in Cincinnati. Mr. Boissard was han- 
dling sporting news on the old Cincin- 
nati “Commercial-Gazette’ when Mr. 
Shuff arrived in Cincinnati from Mays- 
ville, Ky. Mr. Boissard later became 
managing editor of the Cincinnati 
“Times-Star” and then went into life 
insurance by taking charge of the or- 
dinary department of the Western & 
Southern Life. When he was a sports 
writer he often came in contact with 
Mr. Shuff in William Letcher’s office 
when the latter was head of the Queen 
City Jockey Club. Mr. Letcher was 
about the only man with whom Mr. 
Shuff was acquainted when he went to 
Cincinnati, In commenting on Mr. 
Shuff, President Boissard says: 

“When John L. Shuff came to Cin- 
cinnati in the spring of ’96, from Mays- 
ville, Ky., (the capital of Limestone 
county and the one-time home of Daniel 
soone) he called himself John Layton 
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Shuff. Two years later few of the mul- 
titude who knew him, had ever heard of 
him except as ‘Jack’ Shuff. He was that 
kind of a man. 

“*Tack’ came to Cincinnati to take the 
agency of the old Washington Life. He 
had been connected with the company 
at Maysville but it hadn’t taken him 
long to close all the available prospects 
in that town. A year or two later, he 
said: ‘What’s the use of selling insur- 
ance for an outside company when 
there’s a mighty good one right here at 
home?’ So he carried his flag into Jew- 
ell’s agency of the Union Central Life. 
That was about the last anyone heard 
of the venerable Mr. Jewell. It was 
‘Jack’ Shuff and ‘Jack’ Shuff’s company, 
in Cincinnati, from that time on. 

“‘*Tack’ Shuff never advertised him- 
self—he let others do the advertising. 
But just the same, he understood the art 
of promotion. Coming across the river 
from Kentucky, he announced that he 
was a Republican and that by religion 
he was a Campbellite—as members in 
the Disciples Church then called them- 
selves. That combination gave Jack 
Shuff more advertising than a triple 
deck head on the front page of the Cin- 
cinnati Enquirer. Think of it! A Ken- 
tuckian who was a Republican and a 
Campbellite! But later he embraced 
the Democratic faith. 

“Forty-odd years back, ‘Jack’ Shuff 
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had method in his work when 90% of 
life insurance men had little comprehen- 
sion of system. His active prospect list 
carried 12 names only. As one was 
closed, or abandoned, he added another, 
but never more than 12. A gentleman 
whom he had known since his first 
month at Cincinnati and who met him 
very frequently, asked him, some 15 
years later: “How come, ‘Jack,’ you’ve 
never solicited me for insurance?” 
“Had you in mind all the time,” 
‘Jack’ replied, “but I never quite got 
your name on my list. So many more 
to whom I felt I could sell larger poli- 
cies.” 
Deep Interest in Civic Affairs 


Mr. Shuff took a deep interest in the 
affairs of his home city. His first out- 
standing bit of public service was on a 
committee to entertain the national 
G.A.R. reunion in 1898. The Spanish 
War had fanned the flames of patriotism 
and it was a great event. Later he gave 
active aid to the Fall Festival Associa- 
tion, which put on a show for several 
years. His dynamic personality, of 
course, carried ‘Jack’ Shuff way beyond 
his territory and more than a quarter of 
a century has passed since he became a 
national figure in the life insurance field. 
Honors came to him in his profession 
and also as a citizen of Cincinnati. He 
grew, but never swelled. He accepted 
the postmastership of his city, but he 
resented the confinement and resigned 
to take up his rate book and circulate 
among people again. He never forgot a 
friend or failed to give help when called 
upon. He did not need to forget his 
enemies, because he had none. 


House That Jack Built 


“When his company completed its 
new home office structure, moving up 
from 4th and Central avenue to 4th and 
Walnut, Shuff loved to speak of the 
‘house that Jack built. But that was 
not egotism; it was just ‘Jack’ Shuff’s 
bubbling good nature. Someone had 
spoken seriously to him of what he had 
achieved for the company. That was 
‘Jack’s’ way of evading the compliment 
without affronting the friend who ten- 
dered it 

“In the passing of ‘Jack’ Shuff, life 
insurance has lost one of its colorful, 
distinctive characters who did more, 
perhaps, to dignify life insurance sales- 
manship than most of his contempo- 
raries who wrote books to prove their 
prowess.” 


E. J. CLARK 








Ernest J. Clark of Baltimore, state 
agent of the John Hancock Mutual Life, 
former president National Life Under- 
writers Association, is one of the few 
survivors of those active in the organi- 
zation at the time John L. Shuff was 
president. Mr. Clark in giving some of 
his recollections of Mr. Shuff says: 

“Life insurance has lost one of its 
outstanding representatives and Cin- 
cinnati a most valued citizen in the 
death of John L. Shuff. He was of that 
generation in life underwriting to which 
there are only a limited number left. 
“Jack,” as he was known to friends 
and business acquaintances, was a lov- 
able and highly popular personality, 





General Agency Opportunity 
at St. Louis 


One of the upper bracket, New 
York Standard Companies is about 
to make a change in its old estab- 
lished agency at St. Louis. This 
agency has done well in the past. 
Large volume of good business in 
force. Substantial collection fees. 
A real opportunity for the right 
man, who must be a producer of 
proven ability, with qualifications 
for management. State full his- 
tory and insurance record. 

Address M-48, 
The National Underwriter, 
175 W. Jackson Blvd., 
Chicago, A 

















pra Body Has 
New Press Chairman 





Carroll Frey, who was appointed edi- 
tor of the Penn Mutual Life publica- 
tions in December 
last year, and who 
has been appointed 
chairman of the 
press committee of 
the Life Advertis- 
ers Association, is 
one of the best 
known _ publicity 
and _ advertising 
men at head of- 
fices. He has been 
with the company 
28 years and for 
16 years was an 
assistant to the 
late Stewart An- 
derson, working with him on the “News 
Letter,” company literature and trade 
journal advertising. He is editor of the 
magazine for Penn Mutual Life home 
office employes, “Comradeship.” He is 
a graduate of Girard College of Phila- 
delphia. He serves as publicity man 
for the Keystone advertising group of the 
Life Advertisers Association. He has 
gained quite a reputation as a pictorial 
photographer. 





Carroll Frey 








Colo. Examination Finished 
But No Commissioner Named 


DENVER—In an unannounced sur- 
prise move, the state civil service com- 
mission gave the oral examination for 
insurance commissioner, thus complet- 
ing the complicated procedure for se- 
lection of a permanent appointee. Each 
of the six applicants was given a 15- 
minute examination devoted mainly to 
statements of his experience and a few 
simple questions such as what they 
think of federal supervision of insurance 
and whether or not it is an advantage 
for the commissioner to be a lawyer. 

Rumors were current that results of 
the examination would be announced 
this week. However, the commission 
vigorously denied this, stating that re- 
sults would not be made public at the 
earliest before some time in December. 
Commissioner Jankobsky stated that 
under the present rules of the commis- 
sion results of the examination must be 
announced privately to the various ap- 
plicants and a ten-day appeal period al- 
lowed before the name of the winner is 
made public. As a result of the long 
delay, Colorado probably will not have 
a representative at the meeting of the 
National Association of Insurance 
Commissioners. . 








civic-minded, and ever helpful with his 
time, ability and money in the religious 
life and charities of his city. 

“Jack was always immaculate in 
dress, colorful at times, and a natural 
born humorist, which gave to him great 
popularity as a public speaker. He 
could have his audience in tears one 
moment and roaring with laughter the 
next. He was also in consequence of 
his rare abilities a highly capable life 
underwriter and most successful general 
agent. 

“He was elected president of the Na- 
tional Association of Life Underwriters 

nn Sept. 7, 1921, at Cleveland, and his 

convention in Toronto held the follow- 
ing year will long be remembered by 
those fortunately able to attend it, by 
‘Jack’s’ characteristic handling of a 
splendid and highly constructive pro- 
gram. He will be greatly missed by his 
countless friends and acquaintances.” 


President F. D. Roosevelt always in- 
vited Mr. Shuff to the diplomatic recep- 
tion in Washington, which he attended 
every year. Several years ago, he en- 
tertained James Roosevelt, accompany- 
ing him on a trip to various historic 
sports in Kentucky. Mr. Shuff had the 
love of a true Kentuckian for his native 
state. 














64,000,000 
UNIFIED 
“VOTERS 


The total number of persons in- 
sured by Life Insurance policies 
in America is greater than the 
record-breaking number of those 
who voted in the recent national 
election. 


This doesn’t prove anything — 
except that Life Insurance is the 
universally accepted means of 
projecting today’s earnings into 
the future to buy security. 


The 64,000,000 Americans who 
have ‘‘voted’’ to make Life In- 
surance the means of their future 
security are unified in their belief 
that it is the safest, surest way 
for the average man to create an 
estate. 
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EDITORIAL COMMENT 





John L. Shuff's Personal Traits 


Joun L. SuHurr of Cincinnati, former 
president National Association of Life 
Underwriters and former home office 
general agent of the Union Central 
Life, was one of the most picturesque 
characters that has crossed the stage 
of life insurance. He was unusual in 
his characteristics. At times he may 
have been regarded almost a clown. 
Some would have considered him too 


thought him too eager to 
Yet there was always 
his madness and what might 
affectation or 
an 


daring. Some 


.dvertise himself. 
a method in 


have seemed at times an 


an eager to be unique covered 


ness 











was successful in writing him for a large 
line of life insurance. 

Mr. Shuff was not only colorful in his 
character, but in his personal relation- 
in all his civic activities, political 
many sided. 


ships, 
etc., he was 
carried on the same sort of policy 
went and yet had back of 
did a serious motive. In 
days he became known as one 


movements, 
He 
wherever he 
everything he 
early 
of the large producers of the country. 
In fact, the first 
man actually to write and pay for a mil- 
life insurance 
He was sincere in what he did, was very 


his 


he may have been 


lion dollars of in a year. 


previous year in the history of that 


state. 

It would be very enlightening if simi- 
lar statistics could be made up in other 
states to ascertain what the effect of so 


many agents being brought into the 
business so far as the average monthly 
income of agents is concerned, has 


been. The big problem today is to make 


the business sufficiently productive so 


that the men in it can make a comfort- 
They deserve not only 

but they should have a 
They must be made 


able living. 
make a living 
margin above that. 
secure, 

Recruiting cannot be 
pended. We do believe, 
it can be reduced to an 
only men of the highest 
cruited. 


entirely sus- 
however, that 
extent where 
order are re- 








PERSONAL SIDE 


F THE BUSINESS 





Ernest Palmer, former state director 
of insurance in Illinois, is expected to 
attend the meeting of the National As- 
sociation of Insurance Commissioners in 
New York City next week. He and his 
tamily reside at 1775 Old Chatham Road, 
Springfield, Ill. 


W. B. Guisinger of Mansfield, O., for- 





department cashier, did the job, and 
big buck is ready for the dinner sched- 
uled for Dec. 13 in Oklahoma City. 
Among the home office men expected to 
attend are W. E. Bixby, president; J. F. 
Sarr, vice-president and superintendent 
of agencies; J. A. Budinger, actuary, and 
Dr. J. E. Bee, medical director. 























alert and resourceful mind that had a_ fond of people and in taking a conspicu- 

waitin aMiaiitaaitis ety Ott in Gils and Gee tie eed of the Western & South- T. B. Morgan, Connecticut Mutual 

mag ee ee we ie a er ee ee ee ee ee i a ae ae “ee? is Life, past president Louisville Associa- 
Mr. Shuff appreciated the value of more than the crude notion of adver- spending the winter in Miami, Fla. He tion of Life Underwriters, has been 

self advertising and vet realized that it tising himself. Above all Mr. Shuff is one of the faithful workers of his elected president of the Louisville board 

had to be done in a way that would desired to contribute something to the ad and it is hoped that his health of park commissioners. 

: ee . . - . soo > ore a a 
not give offense. He for the most part welfare of mankind. will wet be restored. E M. ” a St. Louis — ao 
} | qe08 _: : : : anager of > weste “quitable Society, Was guest of honor 
et others publicize him. As a young He was frequently used in his palmy __Flete er Neal, pe eee the western ® z aay 8 Q i 

ni hie Relea | } a st eal lati "division of the Ohio National Life in a luncheon given by the agency. It was 
man he telt that he should have some d ays as a Sort of pub Ic relations man QOmaha. is the official Santa Claus of announced that $2,000,000 of new life 
feature about him that would attract for the Union Central Life. He attended Pery, Neb.. his old home town. The insurance had been written by the 
attention and fix the minds of people the insurance commissioners meetings. council there has just received from him agency in honor of his 65th birthday, and 
on him so that he would not be forgot- He went on special missions of a very @ Check for $2,500 for maintenance of a applications for $921,000 were presented 
ten. Bence: he ciarted) tie casts elite saeteiess municipal park that he presented sev- to him as a surprise. Telegrams of con- 
ten. = ence he - te the custom ot elicate a iene ral years ago. He also paid the town’s gratulations from officers of the com- 
wearing red socks. Mr. Shuff was industrious. He was <hare of a WPA project for its develop- pany were read. 
In all his eccentricities he had a always on the go. If he was not busily ment. A year ago the town officials 
rm heart. He loved people and engaged in writing life insurance he was moved into a newly renovated city a 
P > ° ‘ . . — 3 rick I o, 2 Oo or I oe al. 
suught ways and means of doing favors. occupied with some other activity. He a brick building, the gift of Mr. Nea DEATHS 
In tl j | Mer Shakk Lendl ee ‘ The only string attached was that for 
in the early day ween Mr. Shut! was Wa vse “* i a hand whenever - five years the village pay a rental of 
getting oriented in Cincinnati he was was possible. 1enever he gave ad- $25 a e , ; c } ; 
| ing rien ted in Cincinnati he was was | ble. Whenever he e ad- 325 a month, the money to go to park National Life Legal 
told that it was impossible to get an vice on life insurance he was most maintenance. He followed up with a af , 
. *44 + 7 ° . ‘ FA A ¥ ay: a STE 3 - ; 
ew with the then President M. E. conscientious and used the utmost of his gift of furnishings of fine type. Department Official Dies 
. ° = = ‘“ . Ps ope se 
of the Big Four Railroad to ability and knowledge to give his policy- i ee _ John M. Avery, 50, for 18 years an of- 
insurance. Mr. Shuff devised holders the very best advice that he =: ‘ tere : nao SON vege ficer of National Life and an attorney in 
, ; or miulitz service, > tow i ce. a 
plan whereby he got by the secre- could. He taught a valuable lesson to ; : : the legal department, died suddenly 
=< its \f ; 1 i Be, ; ' Robert R. Dodson, Pittsburgh man- Montpelier, Vt. following a cerebral 
vas able to see r. Ingalls, < all lite insurance salesmen. ees ; ae : : 
i ate se a ee, ee a ee ager of General American Life, has been 
elected president of the Pittsburgh Ki- 
wanis Club. 
o,0 s 9 ee 
Should Recruiting Have a Holiday: Kenneth Austin, for many years one 
- ot the top producers for Conneetic ut Mu- 
Po ' . ; tual Life at Burlington, Vt., is confined 
HAVE we gone and are we going too received the proper training and wh« : 
RGA ae rine ‘ - for a few weeks in the Mary Fletcher 
athe leiden gaa ten tree uiting they have been trained they have not  pocpital in Burlington. Mr. Austin is 
nsurance? That probably is a been sufficiently supervised. noted as a pilot of his own plane. 
debatable es though undoubt- Mr. Coburn believes that far more at- J. C. McFarland, Cincinnati manager 
é eaders were ch interested tention should be given to those already of the Ohio State Life, has a 
: : ad i i ‘ : : six vears of consecutive weekly produc- 
the express Vice-president Ar- in the business, making them more ef- *!* Years of Cor secutive weekly | 
_ ‘ . - 11011. 
t Ss estern Life ficient and productive. One point that 
i see = C. A. Ross, supervisor of the J. B. 
I me ji ent iss s h P o s intensely sterec<ting 
Va € ie ues in e brought aie 1 leamoaneae y eee ting. \lacW hinney agency of the John Han- 
calle tent to the over He speaks of the situation in Texas and cock Mutual Life in Newark, giving 
t S S 1s its he can do so with authority because the a series of lectures on genet ral insurance 
salesme ere Southwestern Life. one of the remark. *che@mg Mie, Mee, casualty, surety and 
f : 14 4 . : marine, at the Rutgers University Ex- 
\i ss Ss ul yn) re aDIy successful E ipan Ds ‘onnnes its ¢ - bg PF 
; al sas sas ata ce an g* . tension in Newark. 
( ; Fy the ) perations 0 its ho > state n 103¢ ss ‘ - 3 e 
E =) Spal he ae eee eee | ee ee It took the wedding preparations of 
t t ¢ ( t iOw the ine he finds that the average agent in Texas his eldest daughter, Reba June, who was 
there een ¢ S acer 1 the made about $140 a montl At that time married last week, to induce L. C. 
necessit Q 2 ‘ nthe cruiting began to be a major activity Mersfelder, Oklahoma manager Kansas oes 
Saree . : City age to deputize some one else to JOHN M. AVERY 
USINESS su as beer many until a large number of new men were provide he venison for the annual deer . 
cases that too \ nces have been brought into the field so that today the dinner that he gives for the agency. This hemorrhage. Mr. Avery had been seri- 
: . cs is the first time i ‘ears he has - ill fo >» years and spent 
-_s lie ina Deenle have been aeemene anaes of Teses cemnin s- 815 the t time in 14 years he has not ously ill for ne arly two y p pen 
: , $ , » ; cone to the mountains of New Mexico most of last year in the hospital being 
broug nt é es ks that were month. In 1940, he said, there are ta -d his own deer for the occa- treated for nephritis. He had improved 
unfitte the work They Rave not more life agents in Texas than in any s- s vear F. B. Albro, renewal enough by spring to resume his duties 
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but this fall the illness overtook him 
again and he was working only-part- 
time. 

Mr. Avery was an expert on taxation. 
He had been state tax commissioner for 
Vermont in 1919 and 1920. In the field 
of taxation of insurance he became rec- 
ognized by other companies. He was 
clerk of the disability claims committee 
of National Life and had much to do 
with the legal side of National Life in- 
vestments. 

Daniel J. Rice, 55, manager at Au- 
gusta, Me., for Metropolitan Life, died 
of carbon monoxide poisoning, being 
stricken while he was in his automobile. 
He had served as Metropolitan manager 
also at Rutland, Vt., Concord, N. H., 
and Newburyport, Mass. 

Carl D. Pancratz, 45, in insurance work 
in Fargo, N. D., since 1933, died there 
from a heart attack. He was state man- 
ager of the Mutual Trust Life until re- 
cently when he went with the Policy- 
holders National Life. 

W. F. Hazelton, 70, Providence, R. I., 
general agent Northwestern Mutual fer 
25 years until his retirement in 1932, 
died at his home there following a long 
illness. He was a native of Oshaway, 
Can. 

Charles C. Hurt, who retired as man- 
ager of the Metropolitan Life at Salis- 
bury, Md., eight years ago, died there 
at the age of 58. Some years ago when 
he was assistant manager at Onley, Va., 
a small town in a farming community, 
he wrote $250,000 of life insurance in 
a single day. 


SALES MEETS — 


Gulf Life’s Progress Told 
at Agency Convention 


The Gulf Life of Jacksonville, Fla., 
agents held their annual meeting at the 
home office. It now has $120,000,000 in- 
surance in force and assets of $8,250,000. 
President T. T. Phillips told about the 
growth of the company and its present 
condition. E. L. Phillips, treasurer, re- 
vealed the sound financial condition of 
the company. He stated that a majority 
of the investments were in the territory 
where the company operates. He pre- 
dicted that the Gulf Life would again 
lead all companies in volume of new busi- 
ness in Florida and Georgia. This rec- 
ord was made last year by the company. 
S. L. Lowry, Jr., chairman of the board, 
devoted his remarks largely to com- 
ments on the national and international 
situation as it affects business in general 
and life insurance in particular. The 
program was in charge of Agency Su- 
pervisor W. J. Hamrick. 








Indiana Celebration Held 


Shoptaugh, Spence & Barrett of In- 
dianapolis, general agents in Indiana for 
the Provident Mutual Life, have closed a 
month’s campaign for new business, end- 


ing with a dinner. E. A. Farrington was 
the home office guest and presented A. 
G. Shoptaugh a 10-year service medal. 
In the campaign for new business, the 
two newest members of the agency led 
in percent of quota of submitted busi- 
ness with settlement attached. Jack 
Johnson, of Vincennes, a member of the 
1940 class of Depauw University, led in 
the campaign with seven cases, totalling 
$34,000. Lawrence Leland of Rich- 
mond, graduate of Earlham College, led 
in number of applications with 16% cases 
for $31,500. F. C. Stevenson of Rich- 
mond won second prize for number of 
applications, having submitted 12% ap- 
plications with settlement attached. 





West Coast Life to Catalina 


The 1941 convention of the West 
Coast Life’s Century Club will be held 
on Catalina Island. The decision as to 
location was by ballot of the agents who 
requested the company to abandon the 
1940 convention because of war condi- 
tions and the fact that the place desig- 
nated for the meeting was in Canada. 





United Fidelity Roundup 

United Fidelity Life of Dallas is cele- 
brating its 20th anniversary with an 
agency convention Dec. 6-7. Alden C. 
Palmer, Research & Review, is han- 
dling the business sessions. There will 
be a large dinner party Dec. 7 


Bankers, Neb., Schedules Muster 


The 1941 agency convention of the 
3ankers Life of Nebraska will be held 
June 22-25 at Troutdale-in-the-Pines, 
Colo. Qualification period runs from 
June 1, 1940, to May 31, 1941. 





Northem Life Picks San Diego 


The 1941 convention of the Northern 
Life, Seattle, will be held in San Diego, 
Cal., in July. It will last four days but 
the exact dates have not been decided. 











H. W. Cornelius of Bacon, Whipple 
& Co., 135 South La Salle street, Chi- 
cago, gives the following stock quota- 
tions of life companies as of Nov. 26: 


Par Div. Bid Asked 
Aetna Life .... 10 1.40* 28 2914 
Colum. Natl. 1L..100 wa 65 70 
Conn. Genk. .... 10 .80 24 26 
Contl. Assurance 10 2.00 37 39 
Great South L. 10 1.30 19 21 
Kan. City Life..100 16.00 0 $10 
Life & Cas..... 3 50 10 11 
Lincoln Natl.... 10 1.40* 29 31 
New World Life 10 .30 t 5 
N. W. Natl. Life 7.50 .30 11 12% 
Ohio Natl. Life 10 1.25 25 27 
Old Line Life.. 10 .60 10 - 12 
Sun Life, Can..100 15.00 240 290 
TYEVGIErS § «....- 100 16.00 405 $25 
Union Cent. Life 20 1.20 21 2 
Wis. National... 10 1.00 16 18 


*Includes extras. 





The Harry J. Pells agency of General 
American Life in Denver has moved to 
larger offices in the California building. 








fidence. 
Blvd., Chicago, Ill. 





WANTED: 


Two High-Grade Agency Supervisors 


One of the nation’s most progressive life insurance companies has 
opening for two high-grade home office agency supervisors, one 
to travel eastern territory, one to travel central territory. Must 
have successful sales background, initiative, ability to produce 
with and coach life irflsurance men. 
experience, salary desired, etc. Replies will be held in strict con- 
Address M-46, The National Underwriter. 175 W. Jackson 


Give full information, age, 
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‘“POLICYHOLDERS’ 
MONTH?” is an example of 
the outstanding service ren- 


Central is known as a policy- 
holder’s company—why such 
a good percentage of new 
business is annually written 


dered by Union Central— 
helps 


on the 
holders. 


lives of old policy- 


explain why Union 
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LIFE AGENCY CHANGES 





Thompson Succeeds 
Mattison in S. C. 


After almost 49 years of outstanding 
service with Mutual Benefit Life, 41 as 
ad of the South Carolina agency, M 


ison of Anderson retires Dec. 1. 
Thompson, for t a 


becomes 


le past vear age! 


generat agent tor 











M. M. Mattison Karl Thompson 
ne agenc omeces Wii C 
n Anderson to Columbia 
M: + + relenai Low 
Mattison is relinquishing 
rial duties for the state, h« 
+ r nN \ s3¢07 ] 4 , 
to represent Mutual Bene- 


naintain Anderson offices. 
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agent unti 1896, 
me agency supervisor fo 
I Since 1899, when he was 
inted general agent, he has been in 
harge of South Carolina terri 
——, years ago 


as | general 
a fell OW gene! 
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Dusiness to 





three millions to many times that 
amount. 
The new 
started 
(,eoregia, 


Atlanta 


general agent, Karl Thomp- 
in life insurance in 1920 in 
a member of Mutual Bene- 
agency, where he was a pro- 
ducer, district manager and supervisor. 
Last December he left Georgia to be- 
come agency supervisor at Columbia for 
South Carolina. In Columbia he built 
a unit and established the branch office 
which now becomes Mutual Benefit’s 
South Carolina headquarters. 

Mr. Thompson was born at Bluffton, 
Ga., in 1896 and attended Emory Uni- 
versity at Atlanta. He served in the 
navy from 1917 to 1919. Recently named 
hairman of the South Carolina L. U 
\.’s membership committee, he has been 
active in association and in civic and 
service organizations. 


C. L. Cox Takes Marr Post 


C. L. Cox has been appointed general 
for Reliance Life at Los Angeles. 
He takes the place of J. S. Marr, re- 
signed. Mr. Cox entered the business 
with Prudential at Huntington Park, 
Cal., in 1930. He went with Reliance 
Life at Pasadena in 1837 and became as 
sistant general agent in Angeles 


1939. 
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Canada Life Advances Two 

ef Lumsden, formerly Canada Life 
supervisor at Hamilton, Ont., has been 
promoted to the home office where he 
will assume special duties in the educa- 
tional department. V. H. Brown, for- 
nerly supervisor at Kitchener, becomes 
meric Bind at Hamilton. Mr, Lumsden 
is president of the Life Underwriters 
Association of Hamilton and is a mem- 
ber the quarter million club. Mr. 
Brown has had over five years of con- 
secutive weekly production and is sec- 
ond in the company in new business. 


ot 


Sawyers with Northern Life 
O’Brien Sawyers, assistant Los An- 
geeles general agent Aetna Life has re- 
signed to become Los Angeles manager 
Northern Life of Seattle. He will 
offices at 650 South Grand ave- 


ot 1¢ 


eee T 
maintain 




















J. E. RUTHERFORD E. P. CONNOLLY H. E. WUERTENBAECHER 
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e late F. Grant I Conr trustee of the National associatio: 
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Moin He is a past preside f the giving informative talks before company 
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nue. Mr. 
Northern’s 


eiaaahs expects to visit the 
home office Dec. 1. 


Mr. Sawyers, a native of Iowa, has 
spent his whole insurance career with 
the Aetna Life in Los Angeles, having 


joined the agency there in 1927. A year 
later he was made an assistant to W. M. 
Hammond, general agent. He is secre- 
tary-treasurer of the Life Underwriters 
Association of Los Angeles. His for- 
mer associates in the Aetna office pre- 
sented him with a traveling bag. 
Karrer Gets Washington National 

DETROIT The 
headed by E. S. Karrer, treasurer De- 
troit Association of Insurance Agents, 
has been appointed general agent of the 
Washington National for life, accident 
and health. 

A. Karrer, in the insurance busi- 
ness here 16 years and formerly with 
the Washington National, manager 
of the new department. 





Karrer agency, 


is 


A. J. Crunele, for 26 years with the 
Metropolitan Life at Bellaire, O., will 
retire Dec. 1. For several years he was 


superintendent at Fairmont, W. Va. 
The Hunter & Hunter agency of the 


Kansas City Life in San Francisco has 
opened a new office in Oakland, and 
will develop that territory. 
Moving to New Building 

The Durham Life of Raleigh, N. C., 


is saying farewell to its old home office 
building as it will move into a new and 
modern structure. The officers, there- 
fore, are conducting a campaign during 
farewell week. The office that it will 
occupy is one of the most imposing in 
the southern states. 
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New Mass. Mutual 
General Agent in Omaha 














NED G. PATRICK 

Ned G. Patrick, Massachusetts Mu- 
tual Life general agent at Wheeling, W. 
Va., the past year, has been transferred 
to Omaha, succeeding Ernest Whitlock, 
general agent since 1925. Mr. Whit- 
lock enjoys an excellent insurance repu- 
tation and has a large clientele. He 
will continue with Massachusetts Mu- 
tual as a personal producer. 

After attending Akron University, 
Mr. Patrick entered life insurance in 
1928 and was a consecutive daily pro- 
ducer for a period of 18 months from 
his induction. He later became engaged 
in management activities, specializing in 
recruiting and training agents in Ohio. 

In 1938, he became assistant to E. 
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Leo Smith, Massachusetts Mutual gen- 
eral agent at Indianapolis, and then | 
was appointed general agent at \Whee 





ing. 

He is vice-president of the Wheeling 
Life Underwriters Association and is 
president of the recently formed West 





Virginia Association of General Agents 

& Managers. 

DISCUSS STATE SUPERVISOR 
committee of men that served 








ng the campaign on the Republican 
insurance committee in Illinois held 4 
meeting at the Union League Club in 
Chicago Monday to discuss the insur- 
ance situation with particular reference 
to the forthcoming appointment of state 
insurance director by Governor-elect 
Green. There was a very frank expres- 
sion of opinion and the hope was confi- 
dently set forth that Illinois should have 
as an efficient and honestly conducted 
department under the Green administra- 
tion as was the case with Ernest 
during the Horner administration. 








i 


HOY COMPLETES ORGANIZATION 


Ernest C. Hoy, the new Chicago man- 
ager of the Sun Life of Canada, an- 
nounces that €. P. Lee will continue as 
branch secretary and C. W. Foltz 
agency assistant and educational direc- 
tor. A. M. Weaver has been named 
head of the group department, with W. 
J. Macfarlane, H. L. Magnuson and R. 
C. Nehls as unit supervisors. 

Mr. Hoy went to Chicago from Ne: 
ark where he opened the Sun L 
branch office in 1925. Under his direc- 
tion that office grew to more than $70,- 
000,000 insurance in force. The Chi- 
cago office is one of the company’s 
largest with more than $130,000,000 in 
force. 

Mr. Hoy’s plans for expansion of the 
office’s activities call for emphasis on 
salary savings and modern pension trust 
plans. 


as 





OCCIDENTAL OFFICIALS EN ROUTE 
D. L. Clarke, executive vice-president 
of the Occidental Life of Los Angeles, 
and C. H. Tookey, associate actuary, 
have been in Chicago visiting the depart- 
ment there. They are en route to New 
York City where they will attend the 
meeting of the National Association of 


Insurance Commissioners and that of 
the Life Presidents Association next 
week. 

HONOR DUNKLEMAN’S 25TH 


The Metropolitan Life is tendering a 
25th anniversary testimonial dinner to 
Gabriel Dunkleman on Dec. 7 at the 
Drake Hotel in Chicago. Mr. Dunkle- 
man has been manager of the Oak Park 
district for over 20 years. Under his 
management the district has always 
made an outstanding record and is one 
of the leading districts of the company. 
In addition, Mr. Dunkleman has placed 
personally over $5,000,000 ordinary. 

he home office will be. represented 
at the dinner by Austin T. Schussler, 
superintendent of agencies, and Samuel 
D. Risley, assistant superintendent of 
agencies. Prominent policyholders will 
attend. 


MUST RECOGNIZE CHANGES 


A Chicago manager remarked re- 
cently that one of the difficulties con- 
fronting some of the older agencies was 
the failure particularly of some veterans 
to move along with the times and adapt 
themselves to changing conditions. He 
said that the selling situation so far as 
life insurance is concerned has under- 
gone a radical change during the last 
10 years and yet some agents still en 
deavor to sell according to the program 
they mapped out prior to that time. 
Regardless of conditions, this manager 
said, an uptodate agency force can pro 
duce under any situation. An agent to- 
day, he remarked, must divine what is 
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demanded in modern selling 
surance. He must recognize that there 
are certain appeals. There are well 
tried wavs of approach and program- 
ming. He must know just how to fit 
life insurance to meet the actual needs 
of his prospects. He cannot use obso- 


of life in- 


lete methods and expect to make a 
iving. 
OFFICES SETTLE DOWN 


The life offices in Chicago since the 
election evidently have now reached a 
normal condition. A number of 


10ore 

agents had commitments promised in 
case a Republican’ president was 
elected. Some have been able to cash 


in on these promises in spite of the fact 
that the Democratic candidate was 
elected. While a number of sterling 
Republicans were in a comatose state 
a few days after election they have now 
revived and are far more hopeful than 
hey were. 

\ number of agents have worked up 
a fine approach showing how life in- 
surance is more essential than ever in 
view of the increasingly higher taxes 
due to the great defense program. 
Some general agents have been able to 
map out a line of attack that is par- 
ticularly forceful and appropriate at 
this time. Most offices report a satis- 
factory business in October. Novem- 
ber has not been so good. A more pro- 
ductive December is anticipated. 


OLD REPUBLIC ENLARGES OFFICES 








The offices of Old Republic Credit 
Life at 309 West Jackson boulevard 
have been remodeled and _ additional 


space has been added. There are three 
new. private offices and enlarged gen- 
eral offices and storage room. N. # 
Nelson, Jr., secretary-treasurer, is in 
active charge of the company, and J. H. 
Jarrell, vice-president, is in charge of 
sales. 


BROADDUS REARRANGES OFFICE 


Sound Defense Begins 
With Good Government 


And good government depends upon the willing- 
ness of influential citizens to forego opportunities for 
selfish, temporary advantages through tit-for-tat deals 


with demagogues and sinister political machines. 


Most American citizens want to do what is fair and 
right, but until knowledge replaces ignorance they 
will continue to make mistakes. Knowledge will be 
acquired when American leaders militantly advocate 
sound principles and forthright men to carry them 


out. 


When people lose confidence in government, nations 


fall. Selfishness of capital, labor and politicians 


toppled France. Selfishness in times like these is the 


way to ruin. 


WESTERN LIFE INSURANCE COMPANY 
HELENA, MONTANA 
R. B. Richardson, President 





L. S. Broaddus, manager Guardian 
Life, Chicago, is rearranging his agency 





quarters, eliminating large offices and 
reducing the size of the former agency 
room to hold only six to nine agents. 
The others will be distributed in private 
offices, two to a room, the assignments 
being made according to their produc- 
tion. A separate office is being con- 
structed for the secretary of agents, 
Miss Myrtle Reading, and three new pri- 
vate offices are being added. Mr. Broad- 
dus’ own office is to be air conditioned. 


The work will require about three 
weeks. 
AGENCIES’ JOINT MEETING 


A joint meeting and dinner of the 
Mutual Life of New York agencies in 
Chicago will be held Jan. 10. The agen- 
cies participating will be those of Samuel 
Heifetz, J. R. Hastie and G. Ver- 
million. 


AGENCY NEWS — 


Janney Agency Will Move 

The C. Campbell Janney agency of 
Pacific Mutual Life at San Diego, Cal., 
will establish larger quarters Jan. 7, ia 
the First National Bank building. Mr. 
Janney has supervision of San Diego, 
Riverside, Orange, San Bernardino and 
Imperial Valleys. 

Mr. Janney has been associated with 
the Pacific Mutual 16 vears. The aver- 
age service record of his agents is 9% 
years. 











To Start School for Beginners 

The A. G. Derr agency of the Aetna 
Life in Newark will hold a school two 
evenings a week for those who plan to 
engage in life insurance work. 


Opens New Columbia Office 
The Aetna Life and its affiliates have 
recently opened new offices in the 





Liberty Life building, Columbia, S. C 


5 Important Years 


The Indianapolis Life Insurance Company, a Legal 
Reserve, Mutual Company, issued its first policies NOVEM- 
BER 20, 1905; hence, has just completed 35 FULL YEARS 
OF SERVICE, PROGRESS AND ACHIEVEMENT. 


IT NOW HAS 
—Over $114,000,000.00 of Insurance in Force. 
—Over $ 25,000,000.00 in Assets. 
INCREASING PROFITS TO REPRESENTATIVES 


Careful training in selling for needs with modern sales 
tools is increasing the average production per man 
and bringing business of splendid quality. The Com- 
pany's persistency of business is the highest in its his- 
tory. This means greater profit for the man in the field. 


INDIANAPOLIS LIFE INSURANCE COMPANY 


Indianapolis, Indiana 








A. H. KAHLER 
2nd Vice-President 
Supt. of Agencies 


EDWARD B. RAUB 


President 


Agency opportunities in Indiana, Illinois, Ohio 
Michigan, Minnesota, lowa, Texas and California 
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Clvde Siss who recently transferred apartments, tenements, or other dw elling Named as State Mutual's 


he state agency there from Chester, is houses but not hotels. This investment 


general agent. E. M. Hines, Jr. is man- and all other real estate holdings would Sole General Agent 











ag the group department and B. E. be limited to 121 percent of total ad- 
Ivey is in ¢ ‘ the claims depart- mitted assets. Another condition is that 
rent no investment of this type would be ap- 


proved if less than $1,0¢0,000 for land 
ind improvements 
To obtain permission from the insur 





Has Business Insurance School 


x 








Clayton Mammiell home office ance commissioner to construct such 

genera —azency of the Farmers & Bank projects the company would sion i 
ers Wichita on an all-day “busi- waiver of the right to deduct taxes on 

ied . > school Herbert such property from the California gross 
Lindsley, educational director, assisted premium tax 
M1 Mamme! Out-of-town = genera! ; 7 
rs pepe aspen cages Yai Hare d Luns- Ca@minetti Grants Extension 
fors Emp an \ t tonebr el 


D, ot cei teal LOS ANGELES—Commissioner Cam 
inetti has further extended the certificate 
of authority for the Independence Life 
nd the Imperial Life until Jan. 15. Both 





\ get-together party will be held by are Chapter 9 companies. The latest ex 
Max hinney agency of the tension was given pending the comple 
Jol ck il Life in Newark tion of an examination now under way 
Dec. 2 cl 4 production con 
test | sta The winners Los Angeles Claim Men Elect 
eet ates: Bites oor arena, Sv LOS ANGELES—The Los Angeles 
2 ; Lite & Accident ( laim Association at 
its annual meeting elected these officers 
, Tadic) vice-president. im President, G. A. Pierson, New York 
g Agel s Fidelity Union Life, or vice-president, P \ Brown. 
was host to tl a Antonio agents and Equitable society secretaryv-treasurer, 
. s ‘ ~ \ i, Pacific Mutual Life: 


GIANT OF THE PACIFIC «+ « GHAI 


SSE »- JOSEPHSON 
Larry Doyle, Mas HALSEY D. JOSEPHSON 





1 4 Qasr os } ° 
Clyde Burgardt, Halsey D. Josephson, who has just 
> 


ife Tack Prusel, Mutual | 


‘ + OM been appointed sole general agent for 
B » eye S K ames Morris, Mary State Mutual Life in New York, has 
Life of Nebraska, spok: 


a . clas a tphe? and ; asualt) ‘i ' been with that company = since 1937 
ig Snen introducing the ) ite Webb chiet autopsy Sul Serewehoré. he has bees 6 eeneiee Ge ° 
; . " nCcon : oe m rigag¢ sh Scon im t ae eT S pwnage 8 a sr the Mitchell May genel il agence Now i 
a epithe F Zn = on soe . a Shige sore. i pee oe? “~ Mr. May is devoting his entire time to OF s 
ct the P é = ‘ne ; : , : — 7 Tre : his general wmsiurance business 6 
Weinstock Addresses Cashiers Secunily 
COAST Deputv Insuran onmmission S. ] W. L. Hippard, formerly secretary, be 





comes vice-president and secretary 








77 a vs MRS. PINICS LUNCHEON We are glad to announce 
j surance department and its objects Mrs. L. H. Pink, wife of the Nev the availability of several 
Housing Project Investment = _ York insurance superintendent, will give 
. : : A. B. Doran, assist t superintend- a Juncheon to the ladies attending th Pacific Mutual Family In- ; L 
Act Sought in California f ag = Home Life of New mid-year meeting of the National Asso ; 
< ~ k, was in Los Angeles visiting J. G. ciation of Insurance Commissioners in come Plans designed to fill 
: ehpmints hielo: : ( Q gent New York, Dec. 3. It will be at the Ritz , F 
sset $50,000,001 the gaps in the protection 


Carlton hotel This date coincides with 


e fashion show at the hotel. provided by the Govern- 


Se ee * pn NEW YORK “Non-Can” Hearing Continued ment’s Social Security 











P LOS ANGELES Superior Judge 
Vickers continued to Dec. 2 the hearing Pregran. 
c R - FROGGATT, JR... NEW PRESIDENT n the order to show cause whvy the 
RSE 12a se aes tae seph Frogeatt as been elected sums allocated to 300 “non-can” policy 
as mz y t president of seph Froggatt & Co. of holders of the old Pacific Mutual Life 
1 York, the well known firm of ac- by Commissioner Caminetti, as con 
“ . a 9 nsurance servator. should not be vacated. 
< Her ) { ggatt has The policies involved are those of 
s Scott policvholders that permitted them to 
1 s ‘ re rs resident, lapse and those who refused to accept 
resident and the rehabilitation plan 


THE 


MANUFACTURERS 


HE Lite Underwriter is a moulder of character. 
He persuades men and women to consider intelli- 


gently their problems and to meet their responsibili- ee 
ties through the exercise of the praiseworthy habit of Vet ate 
thrift. 

The Manufacturers Life representative is encour- MUTUAL 
aged to esteem his calling highly. He is given ex- 


perienced guidance and adequate equipment to assist 


him to follow it with credit and success. RAN ¢ p, LIFE 
INSURANCE IN FORCE, 590 MILLION DOLLARS INSU ANCE COM ANY week conan 
Including Deferred Annuiti VORERT SC. San eA 
g Ve ulties Established 1887 * 


ASSETS, 1771, MILLION DOLLARS i Sa elle 
ome ice: Los ngetes, ar. 
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Houston Life Men Celebrate 
“Life Insurance Week” 


TEX.—Dr. C. C. Gree 
to the Houston Asso- 
Under writers on ° | 


HOU 


ol Houston ‘hers 


STO). 


Clat tion of 








a life for the polic s 
and the of insurance en to 
the public’ as the concluding feature 
of the “Life Insurance Week,” red by 
the Houston association. “The O1 

tracts observed to the letter following 
tl ras 1929 were life surance 


these contracts saved 
and even saved 


contracts and 
many farms, homes 
es,’ Dr. Green said. 
The opened with 300 agents at- 
tending breakfast. Ben H. Williams, 
director Southwestern Life, out 


1 
1 
i 


week 


sales 





lined sales methods and demonstrated 
these methods with Russell Smith, Jef 
ferson Standard Life; Hugl \vant, 
Great Southern Life, and Ray Hamill, 
Seaboard Life. Ben H. Duggan, Pacific 
Mutual Life, was toastmaster 


created by Roy Cox, Aetna 
displayed throughout the 
three daily papers gave the 
week prominence in editorials 
stories. 


Posters 
Life, were 
Houston's 
insurance 


a : 
The cl la! iber 0 


and in news 
commerce magazine, “Houston ce devoted 
a large section to life insurance, state- 
ments by owners of life insurance and 
articles by general agents written for the 
layman. 
“ Richmond Sales —— 
RICH MON D—Sponsored joit Vy 
the Richmond Assoc jation ye rife Un 
derwriters and the Life Agency Manag- 
ers of that city, a sales congress will be 
held here Jan. 3. Principal speakers will 
be John M. 


Holcombe, Jr., and B. N 
Woodson of the Life arc! 
Bureau. Managers and agent 
West Virginia, North C ( 
District of Columbia will be invited 
special effort will be 


Sales Kes 





arolinz 


made to 


the attendance of as many as possii sle of 


alumni of the schools conducted 
area by the Research Bureau 
invitations will also be extend 
L. U. members. It will be 
congress in Richmond in several vears 


the first sales 





Topeka—A 


ing process, with charts and 


illustrating i1 steps in making 
was conducted by Charles Cr 
Herbert Langsdorf, Jr.. assisted by 


Pendleton Miller. 
Akron, 0.—C. F. 

ager Massachusetts Mutual Lif 

president of Akron association 





been with his company 19 
honored at the regular monthl 
Words of appreciation for his service to 


life insurance and to the Akron associa- 
tion were spoken by H. T. Waller. E. M. 
Spence, general agent Provident Mutual 
Life, Indianapolis, spoke on “Our Job.” 
Five new members were voted into mem- 
bership. 

Memphis, Tenn.—R. J. Seay, director 
of field training Metropolitan Life, spoke 
on “Life Underwriting as a Profession.” 
A question and answer discussion on in- 
surance sections of the soldiers and 
sailors act of 1940 followed. 


Trenton, N. J.—C. A. Ross, supervisor 
of the J. B. MacWhinney agency of the 
John Hancock Mutual Life in Newark 
spoke on “Closing.” 

Wichita, Kan,.— The second of the 


Rollard Snuffer o1 
Action” is being 
annual Christmas 
Dec. 18, under the 
Mutual Life 


series of playlets by 
“Life Insurance in 
Staged Nov. 30. The 
party has been set for 
direction of Perey Gibson, 
of N. 
Flint, 

president 


Mich, Wilfred 
and trust officer 
of Flint, discussed the role of life insur- 
ance men in establishment of trust 
funds. He painted the advantages of 
insurance trusts over cash payments to 
Widows or children at the death of the 
breadwinner of a household Limited 
amounts of cash should be paid he 
agreed, to meet certain expenses such as 
taxes and funeral and burial expenses 
but trusts should be set up in most 
assure adequate " returns 
Miss \lice Meadows husetts 


Dickey, vice- 


National Bank 


Income 
Massac 


city. 








demonstration f the sell- 





Noyes, dist: t an- 





\ 1 Life, and J. G. Milliken, North- 
‘ Mu vl Li liscus 1 ) 
it = = j latice S 
Angusta, Ga. Alfred Montsalvatge 
nt Ge Sg iss¢ i ) 


Lima, O. 





perintendent 


Martinsville, Va.—Lieut. S. E. Shumate 


the Martinsville police department, 
graduate of the National Police Academy 
Washington, spoke on work of the F. B. I 
Chattanooga, Tenn. BE. O. Martir 


yme office agency manager Provi 
Accident, explained the federal 
ind sailors’ civil relief act. The 
policies having a war 





not cover 





policies on which the pre- 
more han neé ir in de 

fault, he said 
Enid, Okla.—J. Hawley Wilson, Okla- 


Massachusetts 
highlights of 


general agent 


gave some of the 


homa City 
Mutual, 





the national convention in Philadelphia 
Muskogee, Okla—-l.. © 

Oklahoma City, state man 

City Life, will speak Dec n 

servation and Perpetuation of th Life 


Business.” 
Manitowoc, Wis.—Helmus Wells, New 
York Life, Milwaukee, president Wis- 


Insurance 





ssociation, spok 4 
He paid tribute 
resident, Dr. S. S 
merican College of Life Un- 
and told the testimonial 





Huebner in Philadelphia 
Burns 





to Dr. 


Northern 


lependent, 


New Jersey—W. H 








i h of a series of 24 talks on ix and 
estate problems Dee t ! “Insuring 
Huma Life Values in Business 

Los Angeles—A mont \ yulletir 

tled “News y >: and Nota 

issued Kraus t 
Wes f the M 

editor man of 

a st is s 





Philadelphia, will give the 








Four Star Extra Sales 
Session for Boston 


BOSTON—A special meeting 
has been called by the Boston 
Life Underwriters Association on 
Dec. 3 with four ranking officers 
of the National association as 
guests; Harry T. Wright, presi- 
dent; C. J. Zimmerman, immedi- 
ate past president, John A. With- 
erspoon, vice-president, and Grant 
Taggart, secretary. 

This galaxy of talent which was 
secured by Paul C. Sanborn, Bos- 
ton general agent Connecticut 
Mutual and national trustee, will 
present a variety program of sales 
ideas and stimulation. The meet- 
ing will be open to non-member 
agents and according to Fitzhugh 
Traylor, president Boston - associ- 
ation, a record-breaking atendance 
is expected. 


_ A ER 





Rothaermel, agence} 
Mutual Life. 
Mr. Rothaerme! will 


-president Pacific 


speak 


and Attorney 








‘ess in the Field Today,” 
Hal Crouch on “A Lawyer Looks 
Insurance,” at a breakfast meeting 
Nov. 29 

Yakima, Wash.— Arthur H Challi 
general agent Massachusetts Mu 





talked on “Motivation 
rwriting.” He dwelt especially 


Life at Seattle 


Life Unde 











yn the buying motives of love, profit, 
jleasure, safety, fear and pride. He 
emphasized the importance of visual aid 
ind the emotional appeal throug 1uman 
i rest His appearance was ar- 

ged H. M. Lagersr S- 
r a for Massachuset Mut 1a] 
her 

High Point, 






e-president 





> rt 


an > n 
tut individual se- 
need for nationa 
hy 


Vinston-Sale 








healt 


ority par 








The Die Is Cast... 


More than a century of sound and 
progressive growth stamps life insur- 
ance as a truly American institution. 

For 93 years the friendly service 
of the Union Mutual Life Insurance 
Company has stamped it as a tradi- 
tionally strong and well managed 
organization dedicated to serving 
the best interests of its agents and 


policyholders. 
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UNION MUTUAL 
LIFE INSURANCE COMPANY 
Rolland E. lrish—President 


PORTLAND, MAINE 











||| AcTUARIES 


CALIFORNIA 


Barrett N. Coates Cari E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 
582 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES | 


j 





























ILLINOIS 


DONALD F. - CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
10@ N. La Salle St. Chicago, Illinois | 
Telephone State 1330 | 




















WALTER C. GREEN 
Consulting Actuary 
Franklin 2633 
211 W. Wacker Drive, Chicago 














HARRY S. TRESSEL 


Certified Public Accountant and 
Actuary 


10 S. La Salle St., Chicago 
Assoctates 
{. Wolfman a Franklin 4020 


1a A 4 4 
Moseoviteh, Ph. D 
L. J. Lally 

















INDIANA 








| Haight, Davis & Haight, Inc. 
| Consulting 


FRANK J. 
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Actuaries 
HAIGHT, President 


Indtanapolis—O maha 














| HARRY C. MARVIN 
Consulting Actuary 

221 E. Ohio St. 
| INDIANAPOLIS, INDIANA 














NEW YORK 








Established im 1865 by David Parks Fackier | 


FACKLER & COMPANY 


Consulting Actuaries 


Edward B. Fackler Robert O. Hoilran | 
8 West 40th Street New York City 














_ Consulting Actuaries | 
Auditors and Accountants | 


s. H. and Lee J. Wolfe 


Lee J. Wolfe | 
William M, Corcoran | 
loseph NY. 4 


116 John Street, New York, N 
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PENNSYLVANIA 








FRANK M. SPEAKMAN 
CONSULTING ACTUARIES 


THE BOURSE PHILADELPHIA 
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fits will be continued on the same basis, 
with possibly some variation in disabil- 
ity premiums. The premium deposit 
fund will be continued, but will not pro- 
vide for any minimum guaranteed in- 
terest rate. It is not expected that the 
company will reduce the rate paid be- 
low the 3% percent now being paid un- 
less the future course of interest earn- 
ings make this necessary. The new 
policies will be issued Jan. 1 





Bankers Life, Neb., Has New 
Family Income Rider 


3ankers Life of Nebraska now is is- 
suing a family income rider on a 10, 15 
or 20 year dependency period basis. The 
decreasing term insurance furnished by 
the rider starts at $1,240.63 per thou- 
sand, tapering off to $1,005.38 after five 
years, $725.97 after 10 years and run- 
ning off entirely at the end of the fam- 
ily income period selected. This rider 
will be issued with any family income 
period which plus the insured’s age 
will not run the total number of years 
past 70. The term portion decreases 
annually, thus if the policyholder should 
die late in any policy year, the proceeds 
would be greater than if the term de- 
creased monthly. 

The rider may be attached to any 
permanent policy. not only new issue 
but any contract now in existence. It 
can be used effectively in combination 
with the endowment annuity at 65, and 
also is being pushed as a mortgage re- 
demption policy, the decreasing term 
portion making the combined contract 
especially suitable for this purpose, es- 
pecially in connection with amortized 
mortgages. The additional premium for 
the rider at quinquennial ages is: 10 
year—age 20, $3.00; 25, $3.22; 30, $3.38; 


35, $3.75; 40, $4.62; 45, $6.21; 50, $8.87; 
55, $13.13; 60, $19.84; 15 year—20, $3.62; 
25, $3.81; 5, $4.84; 40, $6.33; 


30, $4.10; 3 
45, $8.94; 50, $1.22; 55, $20.05; 20 year— 
20, $4.30; 25, $4.61; 30, $5.17; 35, $6.39; 
40, $8.69; 4, $12.60; 50, $18.90. 





National Life Maintains 
Present Scale for 1941] 


National Life of Vermont announces 


that it will continue its present dividend: 


scale for 1941. This will apply to all 
forms of insurance and annuity con- 
tracts. The basis of surplus interest 
distribution on participating funds held 
by the company will remain the same, 
at 3% percent. 


Boston Mutual Maintains Scale 


For 1941, Boston Mutual Life will 
continue its present dividend scale on 
all its policies. In addition it will in- 
stitute dividends on retirement fund pol- 
icies, which were made available a few 
months ago. The sum to be set aside 
for dividends for 1941 will exceed $246,- 
000, as compared with $229,480 for 1940. 

Dividends left to accumulate will bear 
interest at 314 percent, and the interest 
distribution on other funds held on de- 
posit will be at the same rate allowed 
during 1940. 

For the first 10 months this year in- 
surance writings increased $3,621,185, 
bringing insurance-in-force to $93,544,- 
976. 


National Fidelity Revises Rates 

Several revisions of rates will be made 
by the National Fidelity Life Jan. 1 to 
reflect decreased interest earnings on in- 
vestment funds. The company has not 
heretofore gone as far as other compa- 
nies in this respect. The minimum on 
ordinary life preferred and on 20-pay 
life preferred will be made $5,000 instead 
of the present $2,000. 


W. T. Grant, president Business Men’s 
Assurance Kansas City, and Mrs. Grant 
are the proud grandparents of a new 
granddaughter born to their daughter, 
Esther Grant Williams, New York City. 


COMPANIES 


Dr. Travenick Is Medical 
Director of Occidental Life 


Dr. Joseph Travenick, Jr.. who went 
to the Occidental Life of Los Angeles 
recently from the Life & Casualty of 
Nashville, has been elected medical di- 
rector of Occidental, a position left va- 
cant by the recent death of Dr. D. W. 





Skeel. Dr. Travenick had been working 
with Dr. Skeel as associate medical 
director. 


Has Had Wide Experience 


Dr. Travenick has a wide experience 
in insurance medical work. After grad- 
uation from Vanderbilt University’s 
school of medicine he entered private 
practice and carried on post-graduate 
studies in urology. Immediately after 
that, in 1932, he went to the Life & 
Casualty as medical director. He re- 
signed that position last August to join 
the Occidental. 


Promote Company in Idaho 


BOISE—The first legal reserve life 
company to be organized in Idaho since 
1909 has been incorporated under the 
direction of C. Harold Easter of Boise. 
The company, known as_ Securities 
State Life, has authorized capital of 
$100,000. Idaho Life was organized in 
1909 and operated as such for 14 years. 

Incorporators of the new company 
are: Mr. Easter, Lee Prather, Kellogg; 


Rosswell Speelman, Boise; M. P. Mc- 
Kinnon, Sandpoint; J. H. McNally, 
Bonners-Ferry; C. <A. Robins, St. 
Maries; W. Wade Wilson, Kamiah 


Harry A. Brenn, Moscow; H. M. Chase, 
Nampa; James Spofford, Boise; L. L. 
Hurst, Caldwell; John T. Hannigan, 
Payette; D. L. Bush, Burley; F. 
Neale, Twin Falls; Ralph E. Shawyer, 
Jerome; E. Norman Vaughn, Pocatello: 
Harry M. Rayner, Idaho Falls, and 
Walter R. York, Boise. 

Easter is president, Speelman, secre- 
tary, and Prather, vice-president. The 
ownership company is known as Idaho 
Life Securities. 

Securities State Life of Idaho has 
opene ed offices in Hotel Boise 


Developing in Middle Wesi 
Great-West Life’s entrance into In- 
diana, which was accompanied by ap- 
pointment of W. R. Ford, Chicago, as 
district manager of northwestern In- 
diana, is one of the first steps in a 
central western development. It is an- 
ticipated that before long the company 
will enter a number of additional states. 
Mr. Ford retains his connection with the 
Chicago agency and is making his head- 
quarters there, traveling in his new terri- 
tory recruiting and developing produc- 
tion. He has been with Great-West since 
1937 and is a successful producer, hav- 


ing been a member of the President’s 
Club in 1939 and this year. He ranks 
11th in standing in the United States and 
Canada for the 1941 President’s Club. 


E. F. Hart with American Reserve 

American Reserve Life of Omaha has 
appointed Eugene F. Hart agency sec- 
retary. He has been with the Frank 
Devitt and Horace Wilson agencies of 
Equitable Society in New York since 
1935. During this period, has been 
successiully engaged in personal solic- 
itation and the training of new men. He 
is a graduate of Brown University. 


Equitable of Canada Celebrates 
The 20th anniversary of the Equitable 
Life of Canada was celebrated at a din- 
ner in Waterloo. R. Leighton Foster, 
general counsel Canadian Life Insurance 
Officers Association, praised the com- 
pay’s accomplishments. M. J. Smith, 
president and manager, presided. 


Old Republic Credit Life—This com- 
pany reports that for the last two years 
about 40 percent of the policyholders are 
under age 35. Although the whole vol- 
ume has been maintained, there has been 
roughly a 20 percent drop due to the 
May—Overton act. Of the $49,500,000 
in force only $3,000,000 is ordinary busi- 
ness. 











Business Insurance Expected 
to Make a Comeback 


(CONTINUED FROM PAGE 9) 


ment Lepore sages using a Yoon or or- 
ganized sales talk. It just can’t be done 
that way, because there are so many dif- 
ferent angles to a proposition of this 
kind. But, if we approach enough peo- 
ple on stock retirement, we'll find our- 
selves saying much the same things un- 
der similar circumstances. 

“You undoubtedly have experienced 
the same situation that I have—what 
starts out to be a stock retirement sale, 
in four out of five cases, you sell key 
man insurance or personal insurance in- 
stead. The reason for this is that you 
have two or three men examined in these 
cases and before you know it you get 
some business out of them. For one 
reason or another, the stock retirement 
sale falls through, but you get the by- 
product out of it, nevertheless.” 


Schwinger Presiding Officer 


L. P. Schwinger, Waterloo, North- 
western Mutual Life, presided and intro- 
duced _~* He appointed G. J. 
Pflanz, Des Moines, U nion Central, 
as oe nan of a committee to look after 
1940 qualifications for the club and se- 
lected three members, W. L. Shepherd, 
Des Moines, Bankers Life; Brook; and 
H. M. Carlson, Des Moines, Equitable 
Society, to arrange a charter certificate 
for the present membership. 

It was decided to hold the 1941 spring 











over the former class ‘‘B’’ 
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Under the new ruling of The United States Life Insurance Company, 
insurance men are to be underwritten as class “A” risks for accident 
insurance. This change amounts to a saving of approximately 20% 
rating. Consult your nearest United States 
Life agency for full details. A complete line of accident, health and 
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meeting at Waterloo, which will be an- 
other all-day session with several na- 
tionally known speakers. The spring 
membership will be determined upon 
1940 qualifications and election of offic- 
ers will be made at the meeting. The 
club plans on holding three all-day ses- 
sions each year, one in the spring, one 
fall and the third at the life un- 
derwriters state Convention 









Many Insurance Events 
on N. Y. Calendar Next Week 


NEW YORK—A full schedule of 
events is on the agenda for next week 
in New York. The events of interest 
to lite people include: 

National Association of Insurance 
Commissioners, Hotel Pennsylvania, 
Dec. 2-4; Mrs. L. H. Pink’s luncheon 
for the ladies attending the convention, 
Ritz-Carlton Hotel, Dec. 3; Association 
of Life Insurance Counsel, Waldorf 
Astoria, Dec. 3-4; general agents and 
managers section National Association 
of Life Underwriters, Waldorf Astoria, 
Dec. 3; trustees meeting, National Asso- 
ciation of Life Underwriters; annual 
meeting Institute of Life Insurance at 
the Waldorf-Astoria; gridiron dinner of 
New York City Life Managers ‘Asso- 
ciation, Waldorf-Astoria, Dec. 4; dinner 
given by President J. J. King of Hoo- 
per Holmes Bureau in honor of Julian 
Price, president American Life Conven- 


tion, New York Athletic Club, Dec. 4; 
Life Presidents Association, Waldorf- 
Astoria, Dec. 5-6; executive committee 


Research Bureau, Waldorf. 2 p. m., Dec. 
6; directors Research Bureau, Waldorf, 
9:30 a. m., Dec. 7. 


Hart Heads Mutual Benefit 
Life Agency in New York 


NEW YORK—W. J. Hart, broker- 
age supervisor of the B. C. Thurman 
agency of Mutual Benefit Life in New 
York, will become manager of the com- 
pany’s Einstein & Salinger agency here. 
Mr. Hart has been with Mutual Benefit 
about 18 years, serving first as cashier 
and assistant manager of the former 
uptown branch of what was then the 
single New York agency. For the last 
six years he has been a brokerage su- 





_T. S. Berridge of Gallipolis, O., re- 
“ompleted 500 weeks continuous 
ership in the App-a-Week Club of 
olumbus Mutual Life. The club 
was started 10 years ago. For years 








yetore that Mr. Berridge was producing 
at the rate of at least one application 
each week. 





Our Task 


What we try to do is to fur- 
nish “family-protection life insur- 
ance to people who give our 
their 


keep our agents in the service of 


agents applications — to 


the Company and to spare no 
effort in field or Home Office to 


keep every policy in force. 


"That," as Stevenson once 
“is task enough" for ANY 
Company. 


wrote, 


Vat B& nal 


insurance Company 





Madison, Wisconsin 








has secured the 
organizations 
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Ne ew Educational 


Programs Progress 


(CONTINUED FROM PAGE 3) 


planations and requires more training. 
In other words, Dr. McCahan pointe “d 
out, the life insurance sales problem 1s 
now shifting to one of more intensive 
cultivation. The idea is to get a bigger 
crop per acre rather than put more 
ground under cultivation. 


Success Factors Analyzed 


To be a success in life insurance, 
agent must have personality 
such as initiative, ambition and 
to get along with people. He must 


the 


aptitudes, 
ability 


also 


have an educational background so as tc 


the world in which 
on and the type o! 


understand 
what is going 


he li 


ser 


ives, 
vice 


} } } 
he can render to persons upon whom he 


A successful man m 
in skills and cahulanne 
is not necessarily 
go and tell and 
prospects but he is 
better understanding so 

his knowledge more 

It is important to appré 


calls. 
training 
studying, he 
things to 
perplex 


out 


Lain a 
can use 
gently. 



























ist also have 


in 


learning 
perhap 
seeking to 
that he 
intelli- 


Ss 


yach 





training with the purpose of helping the 
agent to know why he should do certain 
t] ings. 
Contacts are also important in suc- 
cessful sales work as the agent must be 
ble to reach people who need serv- 
ice he renders. In the paste asis has 
been placed on contacts and personality, 
Dr. McCah an said. Although these are 
the essential po ints to consider in select- 
ng men, education and technique are tl 
1 pr -oblems in training 
sone Term Program ical 
When the C. L. U. « it1ONS We 
rst launched, many a men in the 
isiness took the full set of examuna- 
1 ti 1¢€. In order to educate 
aried backgrounds, it was 
ta long term study program 
with examinations’ on an in- 
basis. 
1iough insurance has gotten its t 
share of high type men it is necessa 
at more attention be given to comp 
ing with other institutions in securm 
college men. This necessitates a ¢ 
in attitude on the cam ard the 
agency system and the ment ol 
i greater appreciation of the opportu- 
nity for doing a good professional job in 
the life insurance business. s can be 
lone, according Dr. McCal by se- 
lecting men with the right qual lities in 
ontacting students. College men 
should be contacted at the end of their 
first two years in school and be encour- 
ged to take insurance and allied courses 
in their last two years. afte: gradu 
tion they should be offered a _training 
omparable to that offered by other busi- 
ness organizations. 
In working on this problem the 


American College of Lite Underw 
cooperation of 
and now the Associat 
f Life Agency Officers is git 
sus consideration to working up ad 





riter 
riters 


various 


10n 


ing it seri- 


efi- 


nite plan for developing college men on 


a career basis. 


( 


50 instructors and leaders | 


Grant L. Hill, direc 
f agencies Northwestern Me itua 
hairman of this committee. 

The gathering was attended by : 
inter reste d 
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tor 
is 


nearly 


in 


C. L. U. work. John Williams, di- 
rector of the educational advisory de- 
partment of the American College, sum- 
marized the various = brought out 
in the discussions. The C. L. U. move- 
ment can be developed albert life un- 
derwriter associations, general agent as- 
sociations, personal contacts, mail cam- 
paigns and through special C. L. U. ral- 


lies. The sorry slant im CL. U. 
study work should be emphasized. It is 
a good idea to have an outstanding key 
man in each city who can be easily ap- 
proached for C. L. U. information. Spe- 
cial attention should be given to a new 


Ome ae | 


ter work. 


. to get him interested in chap- 
Key men in each home office 
should be est iblished. itis a good idea 
to have a C. L. U. representative speak 
before the general agents and managers 
group in each city once a year to explain 


the <b. Us, projects. General agents 
can be shown how C. L. U. aids them 
in their advanced training. 

\t a special dinner meeting W. M. 
Houze, general agent John Hancock 
Mutual Life and president Chicago As- 
sociation of Life Underwriters, and E. 
W. Brailev, Cleveland general agent 
New England Mutual Life and_ past 
president National C. L. U. chapter, 
spoke. Miss Jovy M. Luidens, mnie 


secretary Chicago association; John D. 
Moynahan, Chicago, Metropolitan Life 
manager and vice-president National C. 
L. U. chapter: D. M. Phipps, Mutual 
Benefit Life, Chicago, supervisor North- 
western University C. L. U. course, were 
introduced. 

Similar cé 
City 


nees will be held ia 
Atlanta in January. 


Career Plan Is Issued 
by Oregon Mutual 


(CONTINUED FROM PAGE 4) 


nite re 


Kansas and 


spread over the remaining 
years in such a manner that it is scarcely 
appreciable. If finally it is found by the 
insured that old age retirement income 
must be sacrificed for current family re- 
sponsibilities, the contract automatically 
supplies its owner a low rate protection 


deposits is 


indefinitely. Mr. Schuppel said that 
plan has been tested in the field for sev- 
eral vears and Oregon Mutual now 
knows that the public is not only favor- 


able to it, but appreciates its adaptability 
to changes. 


Step to End Defeatism 


especially the com- 
ing men and women of tomorrow, are 
surfeited with all this talk that ‘ours is 

dying economy’ and with the whole 
atmosphere of defeatism that has per- 
meated our thought for nearly a decade. 
\V« eated the career plan for 
hese people and our hope is that they 
will buy it in adequate amounts and thus 


“We think people, 





imave 6S 








justify our secret predictions.” 
Phe home office branch agency under 
. W. Schoeffel held a meeting at Port- 
land as a “kickoff? in the campaign. 


Manage 


tuned 


Schoeffel said the new plan is 
to the times and provides a great 
sales opportunity since it completely an- 
swers the needs of the prospect who 
must have insurance but hesitates to 
commit himself to an inv egtment type of 
contract i 


Current War Clause 
Situation in Canada 


(CONTINUED FROM PAGE 3) 





Twenty companies issued policies which 


became totally unrestricted as regards 
the aviation or war hazard in two years 
or less after issue. Several of those 
companies excluded the aviation hazard, 
except fare-paying passenger travel, 
during the first one or two years of the 
policy. One other company excluded 
the war hazard by means of a general 


another excluded 


aviation. 


war restriction, and 
the risk of military 


Cancellation of Old Clauses 


At the beginning of the present war 
the Canadian companies considered as 
canceled any existing war — on any 
policy issued during the years of the 
former war, if the nl could have 
applied to have it canceled any time 
prior to Sept., 1939. 

Mr. Morton said that the Canadian 
companies individually or jointly had not 
given any thought to the preparation 
of war clauses until war was actually 
declared. Had Canadian companies in- 
troduced war clauses, certainly public 
feeling would have been that the com- 
panies had little faith in the results of 
peaceful negotiations which men in high 
positions in the Empire were carrying 
on, he added. 

Regarding the future, Mr. Morton 
said that the extra premiums charged 
for war coverage, depend greatly on 
the speed with which the war is fought; 
the relative correctness of the extras as 
between the different fighting forces. 

At present, the air force personnel are 
the most active, while the army are 


really marking time, suffering a few 
losses by enemy air action but at no 
greater rate possibly than the civilian 
population. The navy occupies a mid- 
way position, experiencing some losses 
by enemy air action and by the spora- 


dic activity of a much inferior enemy 
navy. 
“In the event of invasion or at- 


tempted invasion of England, or of our 
attempting to land an army on the con- 


tinent with the support of our navy, 
the emphasis would undoubtedly shift 
greatly,” he said. “The future may 


change an apparent profit on extras paid 
to date into a substantial loss over the 
whole war period.” 


WAR CASUALTIES ARE FEW 
TORONTO — Canadian companies 
have suffered little as yet from war 


casualties among civilians and soldiers, 
a Toronto survey reveals. This is par- 
ticularly so regarding the Canadian life 
companies which have branches in the 
British Isles. 

The consensus among Canadian ex- 
ecutives, is that the experience thus far 
is generally 25 percent more favorable 
than expected. While losses have been 
relatively light to date, there can be no 
guaranty that they will continue so. 

Total war claims of all Canadian com- 
panies from casualties in the British 
Isles or other war zones, where their 
policyholders may be, are substantially 
below those of the first year of the 
last war. 

Most of the death claims which have 
been received so far have been on men 
lost in the Canadian navy. 

The low war mortality rate in the 
British Isles, while keeping life insur- 
ance claims below the expected level, 
has also prevented any reduction in an- 





Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Assistance in the Field | 


Liberal First Year Commission and Non-forfeitable 
Renewal Commissions 


Home Office Co-operation 





GLOBE LIFE INSURANCE Co. 
OF ILLINOIS 


WM. J. ALEXANDER, President 
An Old Line Legal Reserve Company—Established 1895 
45 Years of Continuous Faithful Service 
to Policyholders 





431 South Dearborn Street 





Writing Complete Line of Modern Policies with 
All Standard Provisions 
Ages (0-60) 
Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 


Wearre Us Topay ror Particutars 


Chicago, Illinois 




















BovunrtTIFUL 


is assured the 


DIRECT home office 


should be the immediate result. 


Write J. DeWitt Mills, Vice Pres., 


CENTRAL STATES LIFE INSURANCE CoO. 


Alfred Fairbank, Pres. 


St. Louis, Mo. 


able and industrious salesman who has a 
contract... Increased earnings 


for agency information. Desirable 
territory available in Mo., Ark., Okla., 


Harvest 


Texas, Wyo., and Utah. 




















November 29, 1940 


LIFE INSURANCE EDITION 


21 








nuity payments. A year ago it was es- 
timated by some that increased deaths 
among policyholders would be offset to 
some extent by a larger number of 
deaths among annuitants. This has not 
proved true. 

So far as some Canadian companies 
operating in England are concerned, 
new business is lower but the decline 
varies. To the end of October this 
year, one company says business was 96 
percent of that for the same period last 
year. Another reports a drop of 15 per- 
cent in straight life insurance for the 
first 10 months, while still another has 
a drop of 25 percent. Part of this de- 
cline is due to diminishing sales staffs. 
as a result of enlistments. 





BRITISH VIEW 





J. Dyer Simpson, general manager of 
Royal and Liverpool & London & 
Globe, in a recent address before the 
Insurance Institute of Liverpool, gave 
some interesting comments on life in- 
surance situations in war time. The life 
companies, he pointed out, are covering 
war risks without extra charge under 
practically all policies issued prior to 
the war. The value of this free war 
risk cover is difficult to express. Claims 
have not been heavy, but are mounting 
up. The agreement with the govern- 
ment to maintain in force life policies 
of those in military service “is another 
valuable and unobtrusive service which 
the life companies are performing.” 

Life companies may be exposed to ad- 


ditional claims during the winter, from 
an increased mortality if epidemics arise 
and from the larger number of persons 
killed in road accidents. The rates of 
interest have fallen. Life companies are 
subscribing to government loans at 2% 
percent gross. Since no company val- 
ues at less than 2% percent net of tax 
one effect of this is a substantial con- 
tribution to the national cause. De- 
faults in interest, depreciation in the 
value of securities, with higher income 
tax all contrive to make the outlook 
somewhat dismal. There may be tem- 
porary reductions in bonuses and _ in- 
creases in rates, “but life assurance is 
still the best haven for one’s savings.” 
The public demand for life insurance 
is very small at this time when its value 
to the public was never greater. Never- 
theless the companies are continuing 
their new business activities when its 
value to them is at least questionable. 
Mr. Simpson asks whether there are 
any valid political objections to com- 
pulsory life assurance for wage earners. 
Insurance men might fear that “com- 
pulsory” might imply state assurance. 
That need not be so, however, Mr. 
Simpson declared, for compulsory third 
party motor and workmen’s compensa- 
tion insurance are carried on satisfac- 
torily by insurers. Compulsory life in- 
surance might not meet with the ob< 
stacles that stand in the way of com- 
pulsory purchases of government bonds 
and would provide advantages to the 
government and the people which bonds 
alone lack. A large annual revenue 
would be obtained which the companies 
could invest in government bonds. 








LEGAL RESERVE FRATERNALS 





N. F. C. Committees 
Appointed by Benz 


The committees of the National Fra- 
ternal Congress for the ensuing year 
have been appointed by A. O. Benz, 
president Aid Association for Lutherans 
and N. F. C. president, and are an- 
nounced by F. F. Farrell, secretary- 
treasurer and manager. 

The committee chairmen are: State of 
orders and statistics, J. D. Reeder, Aid 
Association for Lutherans; law, James 
Mann Miller, Chicago, Woman’s Bene- 
fit; fraternal ethics, F. P. Matthews, 
head of Knights of Columbus; junior 
membership, Walter C. Below, president 
Fidelity Life; public relations, Farrar 
Newberry, secretary Woodmen of the 
World, Omaha; lodge activities, Fred A. 
Johnson, vice-archon Royal League, 
Chicago; general welfare, Francis Tap- 
tich, president United Societies of the 
Greek Catholic Religion; revision of 
blanks, Herman L. Ekern, Chicago, 
president Lutheran Brotherhood; field 
work, W. E. Wright, recorder A. O. 
U. W. of North Dakota; security valua- 
tions, W. C. Braden, Woodmen of the 
World, Omaha, and membership, J. F. 
Lamb, secretary Knights of Columbus. 


Golden Year Campaign 


Woodmen of the World, Denver, in 
its golden jubilee campaign to continue 
three months, in October sold $1,303,000 
new insurance on 715 members, the 
fifth record to be broken in the anni- 
versary year. In April, the birth month 
of President P. F. Gilroy, $1,573,250 was 
sold, and in May, $674,500. The society 
in the first 10 months this year has sold 
$5,161,250, or $713,250 more new busi- 
ness than in 10 months in any entire 
year in its history. The previous best 
record was about $4,448,000 i 1938. The 
goal for 1940 is $6,000,000 new business, 
and the goal for the last quarter of this 
year is 1,500 new members, of which 
nearly one-half was produced in Octo- 
ber. To reach its 1940 goal only $838,- 
750 has to be written on 785 new mem- 
bers, J. H. Foley, director and past 
president, announced. 


Benz Addresses 
Minnesota Rally 


MINNEAPOLIS—Life insurance is 
entering a new era that will require en- 
lightened leadership of the highest type 
but the “harvest will be great,” declared 
Alex O. Benz, president National Fra- 
ternal Congress, in a talk at the annual 
session of the Minnesota Fraternal Con- 
gress here. About 200 representatives 
of Minnesota fraternals attended. 

Mr. Benz said while the life insur- 
ance institution in this country has done 
an outstanding job in writing more than 
60,000,000 policyholders there are that 
many remaining who want or need in- 
surance. 

“These 60,000,000 are looking for that 
service which life insurance offers,” he 
said. “Never before has our business 
required the leadership we need today. 
The institution of life insurance needs 
direction of the highest type, a leader- 
ship that recognizes the changing eco- 
nomic situation and can adjust itself 
to it. 

“Life insurance will be called upon to 
solve problems that never before have 
confronted it and these problems had 
better be solved by taking the public 
into our confidence. Pioneering days 
are not at an end in this country. There 
is still a fertile field for new ideas and 
methods. I know of no group privileged 
to render a greater service than the 
members of legal reserve fraternal so- 
cieties. Life insurance offers the only 
true social security.” 

Ward Senn, president American Mu- 
tual Life, a delegate from Royal Ar- 
canum, outlined a home safety program. 
J. A. O. Preus, Chicago, represented 
Lutheran Brotherhood and spoke briefly. 
New officers named were: President, 
G. S. Francis, United Workmen; vice- 
presidents, Mrs. Fannie Miller, Chicago, 
high vice-chief ranger Women’s Catho- 
lic Order of Foresters, and W. K. Bluett, 
Maccabees; secretary-treasurer, Luella 
H. Ives, Royal Neighbors. 


Farrar Newberry Is Honored 
AKADELPHIA, ARK. — Farrar 
Newberry, national secretary Wood- 


men of the World, Omaha, a former 
Arkadelphian, was honored here with 
presentation of a 25-year service pin at 
a homecoming meeting of Arkadelphia 
Lodge 233. The pin was given by the 
national headquarters organization, 
woman’s division, Omaha, and Mrs. M. 
W. Agricola of Arkadelphia lodge made 
the presentation. Among state officers 
present were B. B. Ragland, state man- 
ager; Ben Smith, Fort Smith, state head 
counsel, and A. M. Leador, Texarkana, 
past state consul. 


W. O. W. Organ Gets Call 


“Superior” ratings have been awarded 
to the Woodmen of the World Maga- 
zine by the Southwestern Association of 
Industrial Editors. Horace L. Rosen- 
blum is editor of the magazine, which 
has a circulation of nearly 400,000 in 44 
states. The magazine has been pub- 
lished as the official organ. of Wood- 
men of the World since 1891. Mr. 
Rosenblum has been its editor for eight 
years, and was assistant editor for the 
four years preceding. He is a past 
president of the press section of the Na- 
tional Fraternal Congress. 


C. W. Baxter Accident Victim 


C. W. Baxter, grand master workman 
of the A. O. U. W. of Minnesota, St. 
Paul, was killed in an automobile acci- 
dent. H. M. Hauck is the grand re- 
corder, who is temporarily managing the 
society’s affairs until a new chief can be 
selected. 


Aleshire Honored on Birthday 


O. E. Aleshire, national president 
Modern Woodmen, was honored at a 
birthday party meeting with Chicago 
camp 3052, his home camp. J. C. Phil- 
lips, assistant to the president, and H. R. 
Freitag, director of publicity, accom- 
panied him. The camp officers were 
hosts at a dinner, presentine Mr. Ale- 
shire a huge birthday cake. Short talks 
were given by C. A. Ortman, state man- 


ager, and Messrs. Phillips and Freitag. 
Mr. Aleshire also was the recipient of 
gifts from Secretary C. W. Peterson 
and other members of the camp. He 
presented 25 year membership buttons 
to members of the Chicago and Brook- 
field camps. 


Society Wins Exemption 

Knights of Columbus has received a 
ruling from the commissioner of inter- 
nal revenue granting a petition for an 
order exempting it and all its councils 
from paying income tax. The com- 
missioner granted the petition as applied 
to the federal income tax and advised 
a separate ruling would be made as to 
the unemployment compensation, which 
it is anticipated also will be favorabie. 
The society and its subordinate councils 
will not be required to file income tax 
returns, the commissioner decided, un- 
less the character of the organization 
should change. The exemption relates 
specifically to income tax, but the com- 
missioner pointed out that since any or- 
ganization which is exempt from that 
tax is entitled to exemption from the 
capital stock tax, the society and its 
councils will not be required to file the 
capital stock tax return in future as long 
as exemption from income tax is effec- 
tive. 


N. F. C. Leaders to Meet 

The executive committee of the Na- 
tional Fraternal Congress will hold a 
meeting in New York City Dec. 2, this 
being the opening day of the insurance 
commissioners’ convention in that city. 
The fraternal leaders while there will 
attend the annuai meeting of the Life 
Presidents’ Association the latter part 
of the week. Some years ago N.F.C. 
leaders instituted this custom of holding 
an executive meeting at the time 
and place of the commissioners’ gath- 
ering. A. O. Benz, president Aid As- 
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Hoyer Gives Views 
on Agency Training 


CINCINNATI- 
agent has a very 
would 
cruiting by working 
list of prospects 
names, Ralph Hoyer, general agent John 
Hancock Mutual, Columbus, said in ad- 
dressing the Associated Life General 
Agents & Managers. _He gave some in- 
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terestin g pointers on is own experience 
1 recruiting, training nd pervision. 

Intelligence tests and adaptability tests 
ire given to prospective agents, Mr 
Hoyer continued, but are used only to 
check the general agent’s own yan 
Several interviews should be held with 
€ pect and his wife before he is 
ired He should not be rushed into the 
usiness. 
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Jersey in Newark, H. C. Lawrence, gen- 
eral agent Lincoln National Life, spoke 
on “Manager’s Viewpoint on What to 
Expect of a Cashier.” 

Election of officers has been postponed 
to a later date. 


Plan Michigan Congress 


DETROIT—E. P. Balkema, manager 
Northwestern National and president 


Michigan State Association of Life Un- 
derwriters, and Donald Machum, man- 
ager Manufacturers Life and president 
Associated Life General Agents & Man- 
agers of Detroit, will act as co-general 
chairmen for the general agents and 
managers congress to be held here Dec. 
12 under the joint auspices of the two 
organizations. 

There will be five outstanding speak- 
ers at the regular sessions. At a special 
luncheon which will also be attended by 
members of Qualified Life Underwriters 


of re James E. Bragg, New York 
City manager Guardian Life, will speak. 

G. E Lackey, general agent Massa 
chusetts Mutual wea past National 
president, will be chairman of the pro- 
gram committee for the congress with 
W. R. Bryant, Northwestern Mutual, 


Kalamazoo, as vice-chairman. 


Round Table in San Antonio 

SAN ANTONO, TEX.—: 
table discussion was held by 
en io Managers — 

D. Douglas, Lincoln National Life, 
Prices the objectives of the general 
agents and managers section of the Na- 

tional Association of Life Underwriters, 
which is seeking a satisfactory retire- 
ment plan for agents and a better basis 
selection of agents. 
D. J. Farrell told how company organ- 
izations of general agents and managers 
improve a company setup through 
tudy of their own problems as related 
to the company and its advancement. 
John W. Yates, Massachusetts Mutual 
general agent, Los Angeles, will speak 
on the “Philosophy of Life” on Jan. 4. 
Wives will be guests. 
. L. Lawrence, Lincoln National Life, 


was named chairman of the nominating 


round 
the San 


of 


can 


committee. 
Wage-Hour Law Discussed 
R. A. Tolbert, attorney, spoke at the 


November meeting of the Oklahoma 
General Agents & Managers Club in Ok- 








ahoma City, explaining the wage and 
that recently became effective, 
its relation to life insurance 
N. J. Life Supervisors Dinner 
The Life Agency Su pervisors Associa- 
tior Jersey will hold 


yn of Northern New 


ng in Newark Dec. 17. 


hett, chairman of Utah 
ipany, addressed the 
y Li fe “Managers Associa- 
provisi on oi 
blic of Cuba 
held by citi- 
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Florida meni Dict 
Ralph Davis has resigned deputy 
issioner of Florida to be- 


retary to Gov 


as 
urance comn 


me executive se ernor 


C. F. Cross, vice-president and agency 
Lincoln National Life, been 
agency trip 


’ 120 h- 
anager has 


lY exXas On an 


= rm \) — S 


servicl 


F idelity Mutual Contest 
Has Unusual Features 


Fidelity Mutual Life has been con- 
ducting for the eight weeks ending Nov. 
30, a football contest which this year has 
introduced a new note into what has be- 
come an annual event. Eight confer- 
ences of eight agencies each were formed 
to play eight games. 

Kach team in each conference played 
each other team in its group one game, 
and its chief rival two games. Winners 
were those winning the greatest number 
games, rather than those showing the 
highest cumulative scores. Thus, 
gardless of the outcome in any week, 
new interest was created for the game 
the following week. 

Interest ran particularly high in the 
course of the final game this week. 

In the Philadelphia agency, under Su- 
pervisor of Agencies Sydney S. Dun- 


ol 
re- 


ning, many individual challenges kept 
alive the interest. A series of Monday 


morning pep meetings was held at 
which outstanding speakers were pre- 
sented as coaches for the following week. 


The list included “Rusty” Callow, crew 
coach of the University of Pennsyl- 
vania; Jack Hart, rector of the Valley 


Forge Memorial Chapel; Joe McMillin, 
general agent of Mutual Life; Ellsworth 
EK. Jackson, former sales manager of 
Judson C. Burns Company; Harry Kuch, 
partner in the investment firm of Mar- 
vin & Co.; and last week, Dr. Daniel A. 
Poling, pastor of the Baptist Temple in 
Philadelphia. 


Detroit ‘Phone Directory Ready 


THE NATIONAL UNDERWRITER has com- 
pleted the compilation and printing of 
the 1941 Detroit Insurance Telephone 
Directory and copies are being mailed 
this week. 

A new directory is published annually 
in December and brings up to date the 
names, telephone numbers and addresses 
of those engaged in all phases of the 
insurance business in the Detroit metro- 
politan area. 

Additional copies of the directory can 
be obtained from THE NATIONAL UNDER- 
WRITER’S Detroit office, 1015, Transporta- 
tion building, telephone Randolph 3994, 
or from the Chicago office, 175 West 
Jackson boulevard. 


T. C. Mormill to New York 


Thomas C. Morrill, who has been as- 
sistant to Vice-President Ray Smith in 
the Chicago office of A. M. Best Co., 
is being transferred to New York as 
associate manager of the casualty de- 
partment. He is a talented young man. 














| The Boston Mutual 
LIFE INSURANCE CO. 


| is an old New England company 
| of high character and standing. 
| It is known for its conservative 
| management and strength. It 
has just completed its fortieth 
| year as a legal reserve company. 


ca 
JAY R. BENTON, President 
| EDWARD C. MANSFIELD, 
Secretary-Treasurer 
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Booklet mailed on request 
Consult your phone book and 


call the FRIDEN representative 
in your community for a dem- 
onstration of the FRIDEN model 
best suited to your work. 
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Gives Four Ways to Improve 
Tax and Business Approach 


YORK-~—Four ways of improv- 
ing the approach—the point where 
agents are most likely to bog down in 
trying to break into the tax and busi- 
insurance field—were given by F. 
L.. Morton, tax expert of the Myrick 
agency, in addressing the Mutual Life’s 


NEW 


ness 


annual field club meeting of its New 
York City agencies. 
Mr. Morton, who has gone out with 


many agents on tax and business insur- 
ance cases, said that the agent’s usual 
tendency is to hurry the approach too 
much, frequently causing the prospect 
to say no just because he doesn’t under- 
stand exactly what the agent is talking 
about and doesn’t like to confess his ig- 
norance. If a man is a prospect for 
business or tax insurance, the problems 
he faces are sufficiently important so 
that he will listen to a really explana- 
tory approach providing it is phrased 
in language that he understands and 
appeals to him on the basis of what he 
knows to be his problems, Mr. Morton 
has found. 


Technicalities Don’t Sell 


Saying that technical points do not 
sell insurance for business or tax pur- 
poses, Mr. Morton observed that there 
are just two principal uses for both 
these forms of coverage. Business in- 
surance is written either on the life of 
a kev man or to retire a stock or part- 
nership interest. For tax purposes, life 
insurance is bought either because of its 
tax exempt features or in order to pay 
inheritance taxes to keep estates from 
being disorganized by forced sales of 
securities in a bad market. 

Since there are only three parts to a 
sale, the approach, the presentation, and 
the close, Mr. Morton said he was 
avoiding talking about closing, as a 
properly presented case on a business 
or tax basis is the easiest type of case 
to close because the agent is talking to 
people with unquestioned ability to pay. 
[he presentation is also easy, since of- 
fices have no lack of technical experts 
to work up needed data. He said that 
it boils down to a weakness in the ap- 
proach that causes so many life agents 
to miss business that they might just as 
well get. It is surprising, he said, how 
little thought agents put on the ap- 
proach. A typical approach he has fre- 
quently heard used, he said, is, “Do you 
carry life insurance on your key men?” 
Typical approaches which he cited for 
the other three uses of life insurance in 
this field are, “Do you carry stock re- 
tirement insurance?”’, “Do you carry 
$40,000 of insurance payable to a named 


beneficiary?” and “Do you carry insur- 
ance to pay taxes?” 


Suggests Specific Language 

_ All of these approaches make it easier 
for the prospect to say no than to show 
interest, because they do not arouse 
his interest in his own problem or even 
remind him that he has one. 

\s improvements on these four 
proaches Mr. Morton suggested 
spectively the following: 

1. “Your business in common with 
all other businesses has key men. I am 
sure you realize the loss you would sus- 
tain if they were taken from you. I be- 
lieve I can help you with that problem.” 

2. “As an owner of this business 
have you arranged for its continuance 
if you should step out of the picture? 
I have a plan which should be mighty 
helpful.” 


ap 
Fre- 


° 


3. “Have you 
you the many 


had explained to 
advantages of having 
$40,000 of insurance payable to a 
named beneficiary? I realize that you 
know that $40,000 is tax exempt but to 
many men there are much more impor- 
tant advantages than exemption from 
estate tax, for example having a live-or- 
die estate, the possibility of leaving the 
proceeds with the company on a guar- 
anteed basis, the absence of any probate 
costs.” 


Quotes Novel Twist 


4. “While most estate owners 
complaining of higher taxes and are 
seeking ways of reducing them never- 
theless the amount of tax may not be 
so important as finding a satisfactory 
method of paying taxes. Would you be 


ever 


are 


willing to grant me enough time to ex 


plain this?” 


Mr. Morton quoted a novel twist to 
a sales argument for partnership retire- 
ment insurance which an agent of the 
Myrick agency worked out and used as 
a basis for closing two business insur 
ance cases in the last month. This 
agent says to the prospect, “If you die 
vour family may not get much out of 


this business unless you have insurance, 
so why don’t you own enough insurance 
on your own life to guarantee them the 
value of the business and if they do get 
anything out of the business it will be 
just that much more to their advan 
tage.” 

Quoting Assistant Secretary Albert 
E. N. Gray of the Prudential on the ne- 
cessity of schooling oneself to do the 
things that less successful men won't 
do, Mr. Morton advised his listeners to 
sit down at home and work out meth- 
ods of putting the approach for business 
insurance and taxation insurance into 
language which will build up the pros- 
pect’s interest. 


Agents Should Follow 
Detinite Sales Approach 


As he faces his prospect, the agent’s 
job, assuming that it is being handled 
correctly, is to follow some definite steps 
if the agent hopes to point out to the 
prospect how much insurance can help 
him, said E. M. Spence, general agent 
Provident Mutual Life, Indianapolis, 
while addressing the Akron (O.) Life 
Underwriters Association on “Our 
Job.” 

The agent must establish confidence, 
as all business is based on confidence, 
and then overcome the prospect’s defi- 
ite disinterest in the purchase of more 
life insurance, his organized argument 
not to buy, his dread of sales pressure, 
his dislike to do business with a 
stranger, and his lax attitude of doing 
business with a man when he is positive 
his answer will be “no.” 


Agent Can Overcome Barriers 


The agent, Mr. Spence claims, can 
overcome these barriers, with the proper 
approach formula. He should assure the 
man that his primary purpose is not just 
to sell a policy, but if the ideas are inter- 
esting that it can be arranged at a later 
time; make himself so easy to eliminate 
that the prospect will not want to do so, 
relax the pressure, use third party influ- 
ence, if possible, or “warm up cold can- 
letter” if the third party is not 
available so that the agent and prospect 
are not strangers, and be prepared with 
interesting and arresting ideas that will 
make him realize that his time is being 
well spent. 


vass 


Mr. Spence went on to illus rate his 
points with a sales approach: “Mr. 
prospect, my name is Spence. Your 


name came up the other day in such a 
favorable conversation with Mr. So and 


FACT FILE INFORMATION 


decided I wanted to meet 
Please understand, Mr. So and So did 
not send me to see you, but he was 
kind enough to tell me I might use his 
name as a reference. My business is 
life insurance. However, the primary 
purpose of this call today is not to dis- 
cuss with you the acquisition of more 
life insurance. but I have gathered to- 
gether some ideas from successful men 
like yourself. hese ideas have been 
interesting and helpful to many 
Whether or not they hold any interest 
for you, you can quickly determine your- 


So, that I 


vou 
you 


men 


self. If not, you will find me an easy 
person to get rid of. May I explain 


one of these?” 

When Mr. Spence has overcome these 
barriers he is ready to create isterent 
in his prospect’s mind along general 
lines and organize him to think about 
life insurance, taking him away from 
his current problems and such. This 
should be done with some arresting idea 
that will startle him, vet at the same 
time create his interest in a life insur- 
ance conversation, such as, “Life in- 
surance is property and functions the 
way good property should function.” 


Aliudes to Organized Program 


Then, Mr. Spence continues, “Why 
do we rush to work each morning? I 
think of this as I drive down the boule- 
vard, seeing cars going as fast as the 
city ordinance allows. What are they 
rushing for? What are we all rushing 
for? There are just two things: one 
to make a decent living for ourselves and 
families now, and the other, to create 
something for them beyond our lifetime 
I have an idea in connection with our 
business, Mr. Prospect, that might be 


Widowed Population and Chances of Widowhood 
There are close to 6,000,000 widows in the U. S. Almost 2,500,000 are 


65 years old or over. 


Of the remaining many are at younger ages. 


A widow 


at age 35 has a life expectancy of 37 years; at age 45, 28 years, at 55, 20 years, 
and at 65, 18 years. Where a husband and wife are the same age, the chances 


are 55 in 100 that the husband will die first. 


Where the husband is five years 


older these chances are increased to 65 in 100 and when 15 years older to 


80 in 100. 


Source: Louis I. Dublin, Metropolitan Life Statistician. 


of assistance to-you in these two im 
portant objectives.” 

\fter Mr. Spence has established his 
confidence, created interest, only then 


does he feel *: right to appraise and 


really uncover what his prospect’s am 
bitions are. \t this point in the in 
terview, Mr. Spence lets his prospect 
the talking about his business, famil 
his hobbies, ete., while he listens wit 
sincere interest. 


Shows Where Insurance Can Help 


things that men want 
insurance can help them 
goals, Mr 
need not ever tell 
he should do, because 
after the former has the complete pi 
ture, he has the right to make a pr 
which in his mind will solve this 
man’s problem. 
Mr. Spence 
pect’s primary interest, he mie 
thusiastic with him rather than at 
He then presents a plan and pt its in a 
eeler to see how the - 
The swing is usually negative, a 
gives the producer an 
l prospect 
and the service that 
to policyholders. After Mr. Spe 


leveloped this point 
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thusiasm, he is always prepared with tl 
reserve reason why his suggested pla: 
is the proper action, presenting it 

an entirely different angle. 





Hedges andiemngelia pute 


Dr. J. Hedges, assistant p ess 
of insurance in Indiana Un sity s 
f business, spoke at 
Indianapolis C. L. | 1apter on “Pr 
fessional and Business Traini: 


TY 1 . 
ite Underwriter 


Open Forum in Chicago 


C. J. Zimmerman, Chicago g 


Connecticut Mutual Life and 

mediate past president National 
tion of Life Underwriters, will be the 
speaker at an evening open 
conducted by the Chicago chapter Nov 
29 It will be for me 
up a number of subjects. A buffet 
will precede the I 
han, president, will presid« 


agent 






rorum to he 


mbers and will 
take 
supper 
Moynz 


sessl 


Organize New “Oakland Chapter 








OAKLAND, CAL tt lakla 
East Bay e.kaee s eng 
formed by the 15 Cr oca 1ere 
Previously northern California C.L.U.s 
have been affiliated with the San Fran 
cisco chapter 


Metropolitan to Underwrite 
Coast A. & H. Business There 











NEW YORK Che Metropolita 
Life after Jan. 1 will underwrite its P 
‘ific Coast accident and health business 
it the San Francisco head offi as has 
I been done with its life insuran 
bus siness R. J. Dean, who tor some 
vears has been a home office lite unde 
vriter at the Pacific Coast office, has 
been familiarizing himself with aceiden 
ind health underwriting in_ recen 
months at the home office in New York 
Citv and will have charge of accident 
and health underwriting at the Pacific 

ast ofhes 

Underwriting of accident and health 
yusiness in San Francisco will permit a 
onsiderable saving in time over the pres- 


nt procedure of sending applications to 


New York City. 
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Central States Is 
Placed in Hands of 
Mo. Department 


(CONTINUED FROM PAGE 3) 

insurance depart- 
the business by an- 
other liquidation. It is 
robable the will be the one 
ided on. However, this will 
future conferences be- 
Lucas and others 


abilitation by the 
reinsurance ot 


ompany, Oo! 


nent. 
first step 
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etermined \ 
tween Superimtendent 
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The company’s financial statement as 
De 1939, listed $19,980,131 ad- 
tted assets, of this amount $6,771,978 
eng 1 real estate and $5,482,097 in 
‘ estate mortgage loans. Insurance 
force is about $65,000,000 
he largest asset 1S the Park Plaza 
Hotel. St. Louis. This was taken over 
y foreclosures in Feb., 1937 and is car- 
ed on the books at $3,600,000. Under 
é dmin ation of President Fair- 
k. who took charge at the request of 
1€1 iperintendent Robertson in 
March, 1938, the hotel's net income has 
een more than doubled This year it 
s earned 4 percent net, before 
eprec on its book value October 
was the best month in the hotel’s his- 
Holds Many Local Properties 
thie st Louis properties held in 
e | le | , Daniel Boone, 
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I ant ant E ‘loise Koct 

Wirectors ] add XK F air bank 
Strudell and ‘Hender . ar Sidney 
M aestre, G. Stife "William Arm- 

trong, F. E. Gunter, F. X. Jones, A. S. 

Kendal ‘ ee 6m re *h- 
ards, J bourne, Ark 

d R. E. Lee Hill, Columbia, Mo 


Formed 31 Years Ago 









ynpany was incorporated in 
Missouri June 1909, and commenced 
usiness Nov. 4, 1910. In July, 1926, 
reinsured the Western National Life, 
hevenne, Wyo., with about $15,000,000 
nsurance n force and $1.000,0000 as- 
set 1 130 the Home Life of Little 
Rock was reinsured, and June 27, 1933 
t was ] with the American 
Jationg f St. Louis 
eside in a statement 
xp lainec diff culties were 
ug a appraisals of real 
estate a Idings. He said 
erinte omplimented 
the Ye had conducted 


the properties 


judgment had 





possible to protect the 


nolder: 


“Most of the present members uf the 


directors in February 


became 


8, at the earnest solicitation of the 
e superintendent of insurance, George 
he Robertsor Mr Fairbank said 
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“and were drafted by Superintendent 
Robertson to protect the interests of the 
policyholders. All the present proper 

ties of Central States Life were owned 
by the company prior to 1938, either in 
the form of real estate or mortgage 
holdings. None of them was acquired 
since the present board took charge of 


the company. Since February, 1938, 
the board has reduced real estate and 
mortgage holdings nearly $1,000,000, 
having sold approximately 150 farms 
and small properties They have re 
duced expenses so that controllable 

penses for 1940 are almost $50,000 less 
than last vear. Earnings of the com 
pany have increased; last year’s opera 
tions showed earnings of $28,000, and 
estimated earnings for 1940 will ap 


proach $100,000. 
“Unfortunately, 
portunity 


there has been no op 
to market many of the large 


properties owned by the company ex- 
cept at prices far below the amount at 
which they are carried on the books. In 


addition, the company owns equities in 
a number of apartment houses and 
business buildings on which there are 
substantial bond issues in the hands of 
other parties and on which all the in 
come after deducting taxes, interest, in 
surance and operating expenses has to 
be used to retire bonds, thus leaving the 
company without any cash earnings on 
its equities. There is nearly $3,000,000 
in book value in properties on which 
Central States Life has no return what- 
ever. 


Repaid Large Obligations 


“When the present board took charge, 
there was a moratorium on all insurance 
Dusiness written prior to June 27, 1933, 


and in order to remove that moratorium 
the company borrowed an additional $1, 


000,000 from the Reconstruction Finance 
Corporation. The company already had 
a loan of $500,000 from Reconstruc- 
tion Finance Corporation, this in 
creased the amount due them to $1,500.- 
000. This additional loan was made in 
May, 1938, and that same month the 
company lifted the moratorium on pol- 


so 


icv loans. Since that time, it has met 
every just demand of its policyholders 
of whatever character and =. in addi 
tion paid back $740,000 to the Recon- 


struction Finance Perencaiten. 
“Progress has been made in all de- 

partments of the company except in the 

liquidation of the real estate and mort 





gage items. The troubled world condi- 
tions and unsatisfactory real estate mar- 
ket have been an effective bar to an 
ore disposition of these assets.” 


N. Y. City Agencies 
Hold Conference 


(CONTINUED FROM PAGE 1) 


he agency department has done in 


way of providing sales help for agents 
These include a new training program 
a visual sales manual, “The Roadway 
f Income,” which is built around a so- 
ial security presentation; and the “Es- 
tate Coordinator,” a programming Sys- 
tem combining complete policy analysis 
with a program of projected coverage 


for the 


Hull Sees Greater Complexity 


Mr. Hull made the point that the 


problems of the man in the field will 
be more complex in the future and the 
time come when the agents must be 





well informed or they will find their 
competitors overtaking then He cited 
the growth of the C.L.U. movement and 
other educational progress. He said that 


the agent must develop enthusiasm for 


life insurance and its ability to solve hu 
man life problems and that no matter 
what the future may bring widows and 
hildren will still have problems and 
that ir job is to go out and solve 
ree 

Manager John |] Kassoff spoke o1 
the value of the “Estate Coordinator’ 





in selling, describing in detail the ways 
in which it can be used. 

Forrest L. Morton, tax expert of the 
Myrick agency, spoke on the value of a 


simple but well thought out approach 
in selling insurance for business or tax 
purposes, 

Mr. Morton’s talk is reported at 


length in the “Sales Ideas and 
department of this issue. 

Terrance McGaughan, C.L.U., spoke 
on the use of the “Roadway of Income” 
visual presentation. 


greater 
Suggestions” 


Gives Inspiration Address 


In an inspiration address H. K. Gut- 
man, member of the Mutual’s national 
field club, described his conception of 
life insurance. 


“Unless we offer a truly professional 
service we have no place in the insur- 
os said. 


ance scheme of things,” he it 
would be better were life insurance sold 
over the counter than to have it pur- 
veyed by agents motivated with less 
lofty ideals. Our service to our clients, 
fellow field club members, is our be- 
quest to American life, our contribution 
to the preservation of the American 
eway, our faith in the democratic and 


life insurance.” 
address Mr. Gutman 


\merican institution of 

Earlier in his 
said: 

“Life insurance is democratic because 
its ownership rests with the great body 
of policyholders themselves. It is demo- 
cratic, too, because its management has 
been private, as opposed to governmen- 


tal. On that day when the management 
of the great life insurance companies 
passes from private to governmental 


of our business, 
as we know it today, will toll. Life 
insurance will die only if democracy 
dies. The amazing growth of the insti- 
tution of life insurance since the Civil 
war era has been due to private man- 
agement and state supervision. I, for 
one, subscribe to a continuation of this 
formula, and T know that we all regard 


control the death knell 


with a certain trepidation the recent 
TNEC investigation in Washington, 
which seems like the arm of govern- 


mental octopus reaching out to encircle 
us. There is comfort, though, in the 
knowledge that such previous investi- 
gations have only served to strengthen 
our business.” 


W. Gibson Carey Speaks 


W. Gibson Carey, Jr., president Yale 
& Towne Manufacturing Company and 
a Mutual Life trustee, spoke on the 
general outlook. He took an optimistic 
view, saying that the United States has 
been in many worse situations than the 
present one, 

Mr. Carey took issue with the phil- 
osophy of share-the-wealth, saying that 
“we must not do anything to undermine 
the total and over-all production of the 
country.” He said that trying to divide 
what we have among all on an equal 
not only undermines individual 
initiative but stultifies and submerges 
those who are less fortunate. 

Manager H. L. Taylor presided at the 
session and Manager LeRoy 
Bowers conducted the afternoon session. 


basis 


morning 


Charles Schiff, vice-president National 
Field Club also spoke. “American 


Life Insurance 
was shown. 


Portrait,” Institute of 
motion picture, 





Federal Specter 
May Vanish 


(CONTINUED FROM PAGE 1) 


finally succumbed to the depression 
which for several years had been plagu- 
ing Europe. 

The vast resources of the insurance 


Ww ill be 


the 


companies 


an important faetor in 


ustaining country through the 


period of uncertainty which will follow 
the war, when international trade wiill 
be at a low ebb, domestic industry will 
have to re-orient itself to peace-time 
operation and taxes will be high. 

The tax situation will be one of the 


1940 
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most important subjects to come before 
the new Congress next year. New taxes 
may be imposed, existing levies may be 
increased and the suggestion will be made 
that the tax exemption be removed from 
government issues. Seriously affecting 
the insurance industry, the taxing oi 
governmental issues is probably the most 
important feature of the tax situation 
which company executives are watching. 

However, there is no likelihood that 
the taxation of government issues will 
be made retroactive, and in all probabil 
ity the interest rate will be increased to 
absorb part, at least, of the tax, so that 
government bonds may not be made so 
unattractive as to scare off investors. 

Currently, much interest surrounds 
the Walter-Logan bill, providing fo 
judicial review of decisions and orders 
of quasi-judicial government agencies, 
aimed chiefly at the Securities & Ex 
change Commission. The Walter-Logan 
bill passed the senate Tuesday, but it is 
expected that President Roosevelt will 
veto it and it is not believed there is 
sufficient support in this Congress for 
its passage over his veto. But the bill 
may be revived in the next Congress, 
and its chances then will depend upon 
the strength of the administration among 
the new Democratic members who are 
about to take their seats. 

But, while there is a feeling of con 
fidence that the worst may be over, it is 
stressed in all quarters that the future 
attitude of the administration toward in- 
surance will be dictated largely by com- 
ing events and the personality of the 
men upon whom the President next yea 
will rely upon for advice. No one cat 
guess what is coming—he can only wait 
and watch. 
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turned his talents to the legal sphere 
becoming a member of the law firm in 
Calgary, Ala., which was headed by R. 
B. Bennett. For 13 years, he served 
Calgary as city solicitor. He has also 
been general counsel of the North-West 
Grain Dealers Association. From 1936 
to 1939 he was chairman of the board 
of the Canadian Broadcasting Corpora- 
tion. 


Large Amounts Paid Out 
During the Nine Months 


The Institute of Life Insurance re 
ports that for the first nine months there 
was paid out in death claims in the New 
England states $68,891,000. In the three 
Middle Atlantic States, New York, New 


Jersey and Pennsylvania, there was 
$242,478,000; east north central, $162,- 
828,000; west north central, $59,429,000; 
South Atlantic, $75,032,000; east south 
central, $30,925,000; west south central, 
$36,548,000; Mountain, $14,103,000; Pa- 
cific, $50,634,000. 


New York led in total payments, they 
being $131,809,000. Pennsylvania was 
next with $73,732,000. Illinois was third 
with $55,870,000. Ohio followed with 
$48,169,000. The institute reports that 
nearly two-thirds of the buyers of life 
insurance prefer the whole life plan. 


Interesting Company Statistics 


The Institute of Life Insurance finds 
there are over 300 life companies in this 
country, 131 having been founded in the 
last 20 years. There are home offices in 
44 of the 48 states and the District of 
Columbia. Texas has the greatest num- 
ber of companies, 27. It finds that the 
greatest new development in life compa- 
nies in recent years has been in the south 
and middle west and west. Twelve 
states have more than 10 companies 
each: Illinois, Indiana, Kansas, Massa- 
chusetts, Missouri, Nebraska, New York, 
North Carolina, Ohio, Pennsylvania, 
Texas and Virginia. Of the 131 compa- 
nies less than 20 years old 90 percent are 
located outside of New England and the 
middle Atlantic states. 














DIVIDENDS OF FRIENDSHIP 


Carroll H. Jones, Columbia, S. C., celebrat- 
ing his fortieth anniversary with Fidelity 
‘Through- 
I have received 


paid this tribute to the Company: 
out the years of my service 
a satisfaction, a peace of mind, and an ele- 
vation of spirit that has made life worth living 

. There is no darkness and no night ahead 
but days that are made bright and glorious 
by the knowledge of the love and loyalty that 
I know is flowing to me from my friends in 
Fidelity.”’ 

We find deep satisfaction in such confirma- 
tion of Fidelity’s claim that it has always been 


a friendly company. 
DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 
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What 
Makes 


Millionaire 
$UCCE$$FUL 


A special “Information Please” program featured the “Million 
Dollar Round Table” session at the National Association of Life 
Underwriters meeting in Philadelphia with 12 members answering 
pertinent questions on sales methods asked by Chairman Henry G. 
Mosler, Massachusetts Mutual Life, Los Angeles. A wealth of ideas 
covering various aspects of selling were brought out in the short 
direct-to-the-point answers by the country’s leading producers. 


The National Underwriter has reprinted the questions asked the 
“millionaires” with their complete answers in an attractively 
bound, 16-page booklet, made to fit a regulation No. 10 envelope, 
entitled “What Makes a Millionaire Successful?” 


No matter what other material you may be sending your agents 
don’t deny them the privilege of knowing what the top flight pro- 
ducers of the country are saying and the arguments that they are 
using to close their business. The sales methods used by these 
leading life underwriters must be good as proven by their records. 
Nowhere else will you find the complete answers to the argu- 
ments and methods used by the “millionaires” in a single publica- 
tion devoted to them exclusively. 


Every company, general agent and manager will certainly want 
to put one of these valuable booklets containing the sales ideas 
of the million dollar producers in the hands of every one of their 
agents. The questions, as well as the answers, are given in plain, 
everyday language and will be easily understood and appreciated 
by each person who receives a copy. 


Order a supply now. Prices shown on convenient order coupon 
below. 


The National Underwriter | OS AEE eer ay pee ae 
175 W. Jackson Blvd. Chicago, Ill. 
Please send us .............. copies of the booklet “WHAT MAKES A 
MILLIONAIRE SUCCESSFUL?” @ .......... SE er 
PRICES 

WI soe oo a, che ark caecennkanseke haus Single Copy 25¢ 
BY 2 te 24 Copies .20c ea. 
hPa ae alae ata Oe cae nd ee Tee ca Coe, <.:... een 
ERE ED ae ee PEPSI 30 Copies ...... lée ea 
100 Copies ...... l3e ea. 
I ooo ee ee 3 1) ee re 500 Copies ...... 1@c ea. 
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Climaxing a month of exceptional business in his honor, Charles E. Becker. Rourke, postmaster at Springfield, present this birthday greeting to Mr. Becker. 
president Franklin Life, received nearly $500,000 of applications on his birthday The day's volume raised the total produced in President's Month (which ended 
from the members of the Franklin sales force. Company officials watched West on Mr. Becker's birthday) to almost $2,500,000. 








Former United States Senator David A. Reed, son of the late Judge James H. Reed, who was the first president and 
one of the founders of Reliance Life, spoke at the luncheon in Pittsburgh celebrating the attainment of $500,000,000 insur- 
ance in force by Reliance in its first 37 years. Left to right are shown Mr. Reed, Arthur E. Braun, president, and Jay N. 
Jamison, executive vice-president of Reliance Life. The celebration was attended by 500. 


H. M. Faser, Sr.. the new superintend- 
ent of agencies of the Lamar Life. for- 
merly was dean of the University of 
Mississippi's school of pharmacy before 
he joined the Penn Mutual! Life 12 years 
ago in Jackson, where he has been asso 
ciate general agent. 


President A. N. Kemp of Pacific Mutual Life celebrated the fitth anniversary of his election as president. Members of the 
President's council shown here called at his home that evening and tendered their congratulations to Mr. and Mrs. Kemp. 
Seated, left to right: Russel] Harriman. secretary; William Breiby. vice-president. Leslie Cooper, assistant actuary: Asa J. C. Blackall of Connecticut will have 
V. Call, executive vice-president; A. N. Kemp. president: D. C. MacEwen. vice-president: Alfred Hann, actuary. a busy time next week in New York, as 
Standing. left to right: Fritz Kerman, public relations director: Walter Rolapp, properties investment manager: T. S. Bur- he will preside at the mid-winter meet- 
nett. morigage ioan manager; R. W. Cross, securities investment manager: Lawrence Morgan. vice-president; Cary Groton, ing of the National Association of Insur- 
vice-president; Jens Smith. manager of agencies; Dr. L. H. Lee, medical director; Howard S. Dudley, treasurer: C. A. H. ance Commissioners, and then will ad- 
Nariain. auditor dress the annual meeting of the Life 
The only missing member is Vice-president W. M. Rothaermel, who just recently joined the company. Presidents Association. 








